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THE SYMBOL OF QUALITY IN CHAIN 
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ACCO 
COW TIES 


Good chain costs no more than ordinary chain 
— for this reason, always specify “ACCO” — 
made with the experience of a century of chain- 
making. ... ACCO Cow Ties are made in all 
patterns for various types of stalls. 
Check your stock now and order in 


time for early winter sales. 


ACCO 
CHAIN SPECIALTIES 


Coil Chain, Welded Plumber and Safety 
and Weldless Chain 

Steel Loading Chain Well Chain 

Log or Binding Chains Trace Chains 

Porch Swing Chains Heel and Butt Chains 

Hammock Chains Breast and Halter 

Sash Chain Chains 

Dog Chains Repair and Lap Links 

Wagon Chains Hooks, Cold Shuts, etc. 
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For men who 
take their filing 
seriously 


MEN who take their filing ser- 
iously are generally the 
most profitable customers for 
the hardware dealer to cultivate. 


Men who take their filing seri- 
ously either know or soon find 
out the extra quality in Nich- 
olson and Black Diamond Files. 


AT YOUR JOBBER’S 


NICHOLSON FILE COMPANY 


Providence, R.1., U.S.A. 





NICHOLSON FILES; 
BLACK DIAMOND FILES 
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Providence Factory for Every Purpose Philadelphia Factory 


G. & H. Barnerr Co. 
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For your 





CHRISTMAS BUSINESS 


you should stock these new lights 


LAST Christmas, the Eveready Electric 
Candle was unknown. It had never been 
advertised. But you should have seen it 
selling! Our factory found it impossible 
to fill all the Christmas orders. 

This year, almost every one knows the 
Candle... 


wants it. It’s a perfect gift—to give 


knows it, needs it, and 


or receive. 

63; inches high. Beautiful, silver-like 
finish. Lights when you pick it up. Goes 
out when you set it down. A steady, per- 
manent light is also possible. 

Suggest the Candle as a light for the 
window on Christmas Eve. It can’t start 
a fire! Retails for $1.75, complete. Be sure 
to display the Candle. 


EVER 


The Eveready Wallite. Only a few months 
old—and now, the public won’t let it 
alone! Hundreds of people, who saw it ad- 
vertised, wrote us—asking where it was 
sold! 

« We predict a close race between the 
Candle and Wallite for honors as Christ- 
mas gifts. Which one will win is a ques- 
tion. But we know we’ll have a Merry 
Christmas—and so will the dealers who 
sell these lights. 

The Wallite is 44% inches wide; 5% 
inches high. Finished in black or ivory. 
Works with a pull chain, and can be used 
as a permanent or portable light. Ideal 
for closets, garages, attics, cellars, and 


stairways. Retails for $1.75, complete. 


KADY 
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AND OTHER APPROPRIATE 





These gift-boxes make Ever- 
eadys even more attractive! 


NATIONAL CARBON COMPANY, INC. 
General Offices: New York, N. Y. 


Branches: Chicago Kansas City New York San Francisco 


Unit of Union Carbide WCC and Carbon Corporation 


WIRELESS- 
ELECTRIC 
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rent: 
EVEREADY FLASHLIGHTS 


WE HAVE prepared everything that you need in the way of 
display material to help you sell the Wallite and Candle. Be 
sure to order this special Christmas material through your 
jobber. It’s beautifully colored . ..no one can miss it, or fail 
to appreciate the common sense of giving Wallites and 
Candles. This is the sort of display material that actually 
sells the goods! 
2 ® 2 


Two PAGEs facing in The Saturday Evening Post, and effec- 
tive advertisements in the Christmas issues of Ladies’ Home 
Journal, The Country Gentleman, Popular Science, Good 
Housekeeping, Better Homes and Gardens, and House- 
hold Magazine are the climax of the tremendous national 
campaign that has been running for several months. This 
Christmas advertising will stir up plenty of business for you. 


LIGHT. 
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RIVETS 



















T is like building your house upon the sands to sell an inferior 

product that cannot give satisfaction. Even a lower price is no 
compensation for inferiority. Our Tubular and Split Rivets cost a little more, 
but they are made to meet the highest standards of quality and workmanship 
... their quality is proven, and they guarantee satisfaction. 










TUBULAR RIVET 
& STUD COMPANY 
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Why make a radio sale just occasionally, when, with a little or no extra 





| OBRALERS! faster turnover 


fatter profits ARE YOURS WHEN THE RADIO 
YOU HANDLE 15 THE nationally known 
...nationally advertised 





effort, you can do a volume of business and make money on every set? 


That’s the difference between handling an unknown brand of radio 
and a Stewart-Warner Radio, with national advertising and a 
national reputation behind it. The unknown set has to be sold. 
The Stewart-Warner helps sell stse/f. And that is why you should 
investigate this —the hottest line on the market. 


Now Obtained Through Your Hardware Jobber 


at Lowest Prices on Record 


Never before, at the price, has 
radio offered so many new, ad- 
vanced, built-in features as you'll 
find incorporated in the new 
Stewart-Warner Silver Jubilee 
Radios. 

Included is an amazingly sim- 
plified cig, mop arco circuit 
with the latest Multi Mu and 
Pentode tubes, television termi- 
nals,etc. Some sets even embody 
short wave receiving equipment, 
making possible world-wide 


STEWART-WARNER 
Short Wave Converter 


Anindividual unit which converts practicallyany 
make A. C, set of adequate sensitivity into a 
short wave receiver for World-Wide reception. 


Only one dial. No aperseryy 95 
interchanging ofcoils.Only9%4 $9 3 


in. high. Complete with tubes ™ 


reception. All in cabinets of out- 
standing quality. And because 
of Stewart-Warner’s huge pro- 
duction facilities, all offered at 
the lowest pricesin radio history. 

You can do a real business on 
these sets—and with the big 
holiday buying season just ahead, 
now is the time to line up! Ask 
your hardware jobber about 
the liberal franchise. Or write us. 
Stewart-Warner Corporation, 
1826 Diversey Pky., Chicago, Ill. 



































































POWER 
WORKING 
BARREL 


The success of Myers Double Acting Power 
Working Barrels is based on mechanical perfection 
and superior performance. Radically different from 
other types with many outstanding improvements 
they have established an enviable place for. them- 
selves among experienced dealers and pump men. 


Where increased volume of water from small 
diameter wells is essential—where smaller pumping 
units are necessary or preferable—where power 
costs are carefully analyzed—where a balanced 
pumping load is important—wherever more water 
from any source is required than could possibly be 
furnished through employing a single acting cylinder, 
Myers Double Acting Power Barrels can be recom- 
mended, sold and installed. 


You have been waiting for a cylinder like this 
one—a cylinder that will be acceptable to your 
trade and one that will not only help you solve 
many of your water problems but one that will be 
satisfactory and profitable as well. 


Add one or more sizes to your present stock of 
cylinders, and give them the opportunity to demon- 
strate their many excellent qualities in the wells 
of your locality. Full information is now available. 
Write or wire us today. 


i wvens. 3B 

THE F.E. 

MYERS & BRO. 
COMPANY 


ASHLAND, OHIO. 














MYERS 





19 





rr DOWN STROKE wale 


ja UP STROKE 


= . a 


\ 


B men . 
— Se 





DOWN STROKE 


wa 



























Special Features: 


Quick Closing Spring 
Cushion Pop- 
Spool Valves 


Two Leather All Brass 
Plunger 


Plunger and 
Lower Check Valve 
Can Be Withdrawn 

Through Discharge Pipe 
Without Disturbing 
Pipe Joints 


Brass Inner Tube 
Instead of 
Outside By-Pass 


No Rivets, Bolts, 
Set Screws or 
Other Loose Parts 
To Cause Trouble 


Can Be Used With 
Heavy Pipe Rod 
or Rectangular 
Wood Pump Rod 


Extremely Simple, 
Efficient and Smooth 
of Operation 


Twenty 
Sizes 


AS 


PUMPS—WATER SYST seais-can TOOLS — DOOR HANGERS 
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OPEN DISPLAY /% 
Sells the Apples..... iz, 






This man found in Open Display the simplest, quickest and 
most economical way to make money. And, it is exactly the same 
for you, in your own business, right in your own store. Show 
people what you have to sell and they will think of their own 
needs and desires. They will buy voluntarily more than you could 
sell them if you met them at the door and personally showed 
every article you stock. 


Warren Fixtures—Wall Cases, Display Tables, Cutlery Cases 
and Counters—offer half a hundred ways of presenting merchan- 
dise direct to the eye. They provide arrangement which pleases, 
grouping which brings the customer to a whole class of articles 
in which he is interested, and that air of permanence which indi- 
cates a soundly established business. 


Give Your Store the Advantage of WARREN 
FIXTURES 


Today’s most economical way to increase sales . . . . . 

It is time to pass from the thinking stage into the acting stage. The 
holiday selling season is at hand, when your biggest profit possibilities 
must be cashed in. Warren Fixture prices are down to the lowest level 
ever reached. You can Warrenize your store now at lowest cost, and 
get immediate results. As you decide to seize this opportunity be glad 
the action you must take is so simple. 


Send the Coupon 
By tearing off and sending the coupon below you put trained Warren 
; Z Store Engineers to work for you without obligation. They tell you what 
ae OE MO ck ee aa has brought results for other hardware dealers whose situation was al- 




















Grouping, arrang t, and hand ttracti gave this store ° ony s : 
new Hye and boosted their sales when Warren Flatures were in- most like yours. Fill in your name and address and mail the coupon 
stalled. The same principles, the same disovlay-wise experienced at once. 


men can help you. 


W A R R E N Er —" ens CHICAGO: ILL. 
SECTIONAL DISPLAY FIXTURES 


J. D. Warren Mrc. Co. 
1471 Merchandise Mart, Chicago, III. a Ree aR ce Sc Se oe POM eae Ree REMC K CR Cone Ree AAweRe 
We want to know more about Warren Fix- po IRR Ea oie ie a ea A eer el SOL ee ee 


tures. Please send us 
(] The Warren Fixture Catalog. 


jJNail Bin Counter Folder. Ie SE a Aiice oa ork dP oc ore Ridwiet’e-€ CLS.6 Keaededdesss JaQmnes 
The Warren Display Table and Cutlery 
Case Holder. Mates sua kaa vcccacis BR OAT Rothe ele ck ees 
OUInformation Sheet for Suggestive Store HA 11-12-31 
Arrangement. 11-12- 
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[t3 time to~ 


INDIVIDUALIZE/ 


; [Tr Hardware Merchant 





The first impression your potential customers get of you and your store is from 


your windows, Individuality in window display pays big dividends, but for the aver- 
age store this individuality is too expensive. 


: Noack Window Display Service is devoted entirely to supplying the Hardware Mer- 
| chant with Display Material that closely resembles the individualized display at a 
¢ price every Hardware Merchant can afford. 








(See illustration at left showing rough sketches of a few suggested designs.) 


A supply of these displays dealing with seasonable merchandise will be sent each 


month. 


4x 
USEFU 
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THAT WILL D 


Each month’s supply will consist of several pieces. 
plays, Cutout Cards, Posters and Window Streamers. 


where it will fit in to best advantage. 





START YOUR BOY OFF RIGHT 
WITH ONE OF THESF RIFLES 


You will note that all trade names have been left off, giving you a chance to display 
the Merchandise you wish to sell and what you think is best value for the money. 


Three Wing Center Dis- 
Each style will be used 


Noack Window Display Service will also include several lines for which 
you never receive any display material, i. e., Canning Supplies, Cleaning Needs, 
Xmas Window Decorations, a general Tool Window and for Kitchenware. 


Noack Window Displays are processed in two colors and black on 
heavy cardboard by the Silk Screen process, and each piece is attrac- 
tively illustrated and contains a forceful sales message. 


Accompanying each month’s supply will be sketches showing sug- 


LET GO FISHIN 
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Write us at once about 


Xo 





our interesting FREE 
OFFER and Xmas 


Window Decorations 


© 1931 


Toots THAT Witt Make Your Hopsy A PLEASURE 


W. C. NOACK & SONS 





26 East Jefferson Ave. 
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gested window arrangements. Two 

different color combinations and 
black will be used for each 
month. 


The cost of this business 
building Display Service is 
only $4.00 per month. 


4 
actecr Drop us a line to- 
‘Sy day and get ready 
—-—\ to individualize your 
(iis, windows and make 


s more profit. 
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BETTER FACE THE FACTS NOW 
THAN FACE REPAIR BILLS LATER 
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Detroit, Mich. 
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“THE STRONGEST, SIMPLEST 
PIPE WRENCH MADE” 


The meree man bnows-cbout pipe wrenches the easier you 
can sell him a Walco. Show him how simply it is made—only 
four parts. Emphasize the fact that the working parts are all 
forged for strength and that the jaw and bar are specially 


‘ 
4224 


heat-treated for extra toughness. 


Sell him the Walco as the strongest pipe wrench made-—- 


because that is a fact, too—and he'll stay sold. 





Walworth Company, General Sales Offices: 60 East 42nd St., New York 
. .. Distributors in Principal Cities cf the World... 





Handy, comfortable rub- 
ber grips are now available 
in separate cartons for the 
popular 10’ and 14” sizes. 


\ 
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\ 
For Industrial and \ 


Rural Construction— 


AMERICAN 
HEAVILY COATED Galvanized 


Specially Manufactured for 
Steel Roofing and Siding 


—a LL TT 





















The growing demand for heavily coated galvanized roofing and siding has 
resulted in this Company’s manufacturing Corrugated and V-crimped 
Galvanized Sheets with TWO OUNCES of zinc coating per square foot—at 
least TWO-THIRDS MORE than the regular grade. This means longer 
life for comparatively little extra cost. 

DOUBLE ASSURANCE of protection and service may be had by the use of 
this new product, as all the sheets are branded with the American Zinc 
Institute’s “Seal of Quality” and the well-known APOLLO Best Bloom brand. 

FURNISHED IN No. 28 GAUGE AND HEAVIER. 


Write today for special circular describing this superior product. 








This Company manufactures Black and Galvanized Sheets, Formed Roofing and Siding Products, Special Sheets, Tin and Terne Plates for all purposes. 





American Sheet and Tin Plate Company ff == 


GENERAL OFFICES: Frick Building, PITTSBURGH, PA. 


SUBSIDIARY OF UNITED STATES STEEL CORPORATION OEM 
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No. AlL Hockey for Ladies and Girls 


UNION HARDWARE 
ICE SKATES 


save money at the buying end for both Dealers and Skaters, 
and give absolute satisfaction. Price and quality considered, 
you can profitably meet competition with the Union Hard- 
ware Line. 


Patterns for every need of lake or rink, including: Clamp, 
Hockey, Figure, Tubular, Racing, and a splendid assortment 
of Leather-Stocking Skating Outfits, equipped with UNION 
Quality Improved Frames of Aluminum, Die Cast with Steel 


Runners to form a ONE-PIECE Skate. 





Your Jobber will supply you 
promptly. Send for Catalogs. 


Standard cl Known 
(HARDWARE COMPANY) 
for over cae the World 


75 Years Reg. U. S. Pat. Off. Over 


TORRINGTON, CONN. 
New York Office 151 Chambers St. 
Established 1854 . Incorporated 1864 


Seah 
3h i DAL Saas 


Price Will Be a Strong Factor 
in Selling Ice Skates This Winter 


In these days of strict economy people are watching their expendi- 
tures closely. Thousands will give Union Hardware Ice Skates for 
Christmas and New Year presents, because of their Nationally 


Known Quality and Moderate Cost. Remember 





No. 5924% 


Leather Back and Strap 





Model of Nos. 07, 08, 08%. 
Sizes 8% to 12 inches. 


TUBULAR SKATES 
MEN’S AND WOMEN’S 
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Model of Nos. 80, 280. 
TUBE HOCKEY 
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about BOLTS... and about CASH... 


1. What about Precision? Does your supplier con- 
sider it important enough to maintain experts to 
guard all precision operations? 


2. Packing? Are the cartons rugged, and handy to 
stack; marked with bright, easy-to-read labels? 


3. And Service? 1s the correct size at your doorstep 
“on the dot” —every nut and bolt assembled and 


easy turning? 


AN you snap out an honest yes 

to each question above? Then ten 

to one you belong to the long list of dealers 

who have been cashing-in on Buffalo Bolt 
profits for three generations. 


Ot course, Buffalo Bolts are ahead of competi- 

tion in precision . . . in packing . . . in service. 

RM Any old-timer will tell you that. But Buffalo Bolt is 
© proudest of all that its dealers are ahead in cash. 


Co-operation! Here, in a word, is the secret. When 


customers asked for assistance in designing bolts for 
specific jobs, Buffalo Bolt offered expert service. 
When trim looking stores became a first essential of 
selling, Buffalo Bolt cartons and labels advanced 
with new appealing designs. As for precision, and 
quality: the Buffalo Bolt organization has always 
been a pioneer in new industrial developments. 


You, too, can derive cash advantages from a 100% 
stock of Buffalo Bolts . . . and at the same time 
strengthen your position with the customer. 


Write! We’ll show you how. 


Foreman JIM THORNTON* says: 





“T've lived with nuts and bolts for 28 years. A 
long time? Sure — but I like my company and 
I like the work. And I’m pleased to say that in 
all my experience, I’ve never seen sounder built, 
neater finished, nicer fitting, better packed nuts 
and bolts than the ‘Burra.o’ brand.” 


*Mr. Thornton is stockroom foreman for 
Beals, McCarthy & Rogers, Buffalo, N. Y. 
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A ROLLER SKATE THAT BEATS THEM 
ALL IN PRICE AND QUALITY 


HAT?’S the new Winchester Universal the same supreme mileage rolls found on the 


Model No. 3631. Here’s a skate that shows highest priced Winchester models. 





Bridge construction— insuring rigidity at max- 


its superiority on first sight and proves it by its . 
imum extension. 


I tisfyi ice. It will positivel bi 
ee eer ae Full size, strong steel frame, nickel plated finish. 


you to meet conditions on competitive lines suc- Effective rubber shock absorbers, combining easy 


cessfully and without sacrifice of your margin. riding and safety. 


Long-wearing, tanned, grain leather straps. 
Made with the standard Winchester self-contained One model—No. 3631—adapted for use of 


and hardened double row ball bearing rolls— either boys or girls. 






WINCH, 


UNIVERSAL MODEL 


aN 
ROLLER SKATE « rman REPEATING ARMS 
; COMPANY 
eT ee gua paula 
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Keep his head up 


and we'll all come through! 




















You recognize this man. He lives in your 
own town, not far from you... 

Though faced with unemployment, he is 
combating adversity with courage. He has 
retreated step by step, but fighting. He has 
spread his slender resources as far as they 
will go. 

This winter he and his family will need 
your help. 

There are many other heads of families 
much like him in the United States. This 
winter all of them will need the help of their 
more fortunate neighbors. 

This is an emergency. . It is temporary. 
But it exists. It must be met with the hope- 
fulness and resource typical of American 
conduct in emergencies. 

Be ready! Right now in every city, town 
and village, funds are being gathered for 
local needs—through the established welfare 
and relief agencies, the Community Chest, 
or special Emergency Unemployment Com- 
mittees ... 

The usual few dollars which we regularly 
give will this year not be enough. Those of 
us’ whose earnings have not been cut off can 
and must double, triple, quadruple our con- 
tributions. 

By doing so we shall be doing the best 
possible service to ourselves. All that Amer- 
ica needs right now is courage. We have 
the resources. We have the man power. 
We have the opportunity for world leader- 
ship. 

Let’s set an example to all the world. Let’s 
lay the foundation for better days that are 
sure to come. 


The President’s Organization on 
Unemployment Relief 


Wart S$. 


WALTER S. GIFFORD, DIRECTOR 
Committee on Mobilization of Relief Resources 





OWEN D. YOUNG, CHAIRMAN 


The President’s Organization on Unemployment Relief is 
non-political and non-sectarian. Its purpose is to aid local 
welfare and relief agencies everywhere to provide for local 
needs. All facilities for the nation-wide program, includ- 
ing this advertisement, have been furnished to the Com- 
mittee without cost. 
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TRY the new and improved USHCO Lawson 

wr" Wrench! It out-performs any other wrench 
on the market. Its patented principle and the 

angle handle make it definitely a better wrench. 


Pipes running side by side or lying parallel to a 
wall, floor or ceiling, hold no horrors for the USHCO 


U. S. HAME COMPANY Lawson. It goes in, grips...and does the job. And 


furthermore, it gives a greater hitch than any other 


BUFFALO, N. Y. wrench. It’s an easy wrench to use... and does the 
Canadian Representative: job quicker. 
U. 8S. HAME COMPANY We are aggressively advertising this USHCO Lawson 


130 Queens Drive, Weston, 


Toronto 15, Ont. Wrench to the trade. It is packed in an outstanding 


colored carton. Sizes are 8”, 10”, 14”, 18” and 24”. 


Our folder gives the details and specifications 
on these wrenches. It is Free. Write for it now. 
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HE ADVERTISED IN THE RIGHT MEDIUM 


This man wanted to represent a good hardware manu- 
facturer—he told his story in the Classified Opportunities 
Section of Hardware Age— 

A nationally known company replied to his advertisement 
and he secured a desirable position through advertising in 
the right medium. 

HARDWARE AGE is noted for quick results—try it— 
send your ad to— 


Classified Opportunities Dept. 
239 W. 39th Street New York 
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BETHLEHEM BOLTS FOR VALUE 


Bethlehem Bolts—a product made by a manufacturer whose name has long 







stood for high quality, consistently maintained—offer full value to the custo- 














mer for each dollar. They are made of Bethlehem steel in a plant entirely 
devoted to the production of bolts, nuts and allied products. They have clean, 


accurate threads and are carefully inspected. Every step in their manufacture 





is carefully guarded to insure a degree of precision that will be felt in the 
various uses to which these bolts may be subjected ... Seil Bethlehem Bolts 
with these facts in mind. Let your customers realize the value that these 


bolts offer. Bethlehem Bolts will help you to make new customers. 


BETHLEHEM STEEL COMPANY, Ceneral Offices: Bethlehem, Pa. 


District Offices: New York, Boston, Philadelphia, Baltimore, Washington, Atlanta, Pittsburgh, Buffalo, Cleveland, Cincinnati, Detroit, 





Chieago, St. Louis. Pacific Coast Distributor: Pacific Coast Steel Corporation, San Francisco, Los Angeles, Portland, Seattle, Honolulu. 


Export Distributor: Bethlehem Steel Export Corporation, 25 Broadway, New York City. 











BETH LEHEM BOoLtTs & NUTS 
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What the 






Burnside Laboratory 


Means to the Shooter 


The removal of the du Pont ballistic laboratory from the 
Brandywine to a location adjoining the powder manufactur- 
ing plant at Carney’s Point, New Jersey, will definitely prove 
of benefit to the shooter. 





The laboratory, recently renamed Burnside Laboratory, is 
constantly working towards the development of new and 
better powders. As a result of the relocation of the labora- 
tory, the management and technical staff of the manufac- 
turing plant can keep in close touch with all experimental 
work, so that, when the preliminary work is completed and 
the new powder is being produced on a semi-works scale, 
under the supervision of the laboratory, the plant personnel 
can become thoroughly familiar with all stages of the process. 
As a result, when new powders are placed in actual produc- 
tion there will be no unnecessary delay in placing them in 
the hands of the public. Furthermore, the laboratory can 
keep in close contact with the plant when the latter goes 
into production. 


The finished powder is first tested in the plant laboratory 
and then submitted to Burnside Laboratory for final approval. 
Should any results be obtained whereby the two laboratories 
disagree, retesting routine is expedited and test methods 
completely standardized. In assignment of lots of powder 
to suit the special conditions under which the powder is to 
be used, the ballistic laboratory and the producing plant can 
cooperate to secure, in the highest degree, the best powder 
for the purpose. 


In the manufacture, testing and use of powder there is but 
one degree of care which is of any value and that is:... 


ETERNAL VIGILANCE. 
* 


E. I. DU PONT DE NEMOURS & COMPANY. Ine. 


REG. U. 5. PAT. OFF. 





REG. U. 5. PaT. OFF. 


For information on Target-Shooting, write to National Rifle Association, Barr Bldg., Washington, D. C.; 


on Trapshooting, to Amateur Trapshooting Association, Vandalia, Ohio, and on Skeet, 
to National Skeet Association, 108 Massachusetts Avenue, Boston, Mass. 
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Smokeless Powder Department, Wilmington, Del. 
Smokeless Shotgun Powders 
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A Fast Seller 


for the 


Fall Hunting and 
Christmas Seasons 


HOPPE’S 


Gun Cleaning : 
Pack 


Every owner of a shot gun or a 
rifle wants this outfit. Ideal as 
a prize or a gift. It contains 


Bottle—HOPPE’S NITRO POWDER SOLVENT NO. 9. _Indis- 
pensable in removing lead, powder residue and metal foul- 
ing from gun bores. Lead hides rust and rust causes pit- 
ting. A pitted gun is worthless. Also prevents rust. 


Can—HOPPE’S LUBRICATING OIL. For the moving parts of 
guns. Will not clog or gum. One drop will suffice. 


Tube—HOPPE’S GUN GREASE. For emergency cleaning of 


guns, and useful in covering firearms when not in use. 
Gun Cleaning Patches and Gun Cleaning Guide. 


SELLS FOR ONE DOLLAR 
Your Dealer Will supply you. 


Dealers who want a supply of our Gun Cleaning Guide, 
imprinted with their names, should write at once. 


FRANK A. HOPPE, INC. 
2314-H N. 8th Street Philadelphia, Pa. 





REVOLVERS 
SHOTGUNS 


TRADE 


$ 
Co. 
MARK 





Send for catalog 


Harrington & Richardson Arms Company 
Worcester, Mass., U. S. A. 























BIGGER VALUE Sells ovens 


Handle the Nesco line and sell 
more ovens. Here are features that 
mean more sales. Full tin lined 
—double walls, asbestos insulat- 
ed—heat indicator—air circulae 
tion—heat deflector—two locks. 
Specify **Nesco’*to your jobber. 
Nationa ENAMELING AND 
Stampinc Company, Inc. 
13-12th St., Milwaukee, Wis. 


NESCO 
OVENS 


The Nationally 
Advertised Trade Mark 
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Put them 
on Display 


This year useful gifts 
appeal to popular fancy. 
What better than Uncle 
Sam’s 3-Coin Register 
Bank for small change 
savings? National Ad- 
vertising is creating 
lively sales. Displayed 
on the new compact 4 
Bank Display Rack, they 
attract every customer. 


Distinctive Features of Uncle Sam’s Register Banks 


All steel—strong enough to last a lifetime. 

bea amount deposited registers accurately and is seen at a 
glance. 

Mechanism guaranteed. Free repair service. 

Bell rings five times for quarters, twice for dimes, once for 
nickels. 

Capacity $50.00. Banks open automatically at $10.00. 

Locks securely. No keys to lose. 

If your wholesaler can’t supply you, write direct to us for free 
Display Rack and Catalog describing Uncle Sam’s Banks, Cash 
Store Registers and Radio (Questionaire. 


Durable Toy & Novelty Corporation 


Established 1907 
217 Fourth Avenue 


UNCLE SAM’S 
Register BAN Ks 


H. H. Payson, President 
New York, N. Y. 








BULLS EYE The Best Way to 


Mlzy, Sell Air Rifle Shot 


ON’T sell air rifle shot in bulk— 

it is too unhandy and wasteful. 
The most profitable way is to sell Bulls 
Eye Steel Shot, in the handy nickel 
tube, convenient for you and the cus- 
tomer. BULLS EYE Steel Shot now 
tecommended for use by makers of leading air rifles. Order 
from your jobber, or for full particulars write 


DAISY MANUFACTURING CO., Plymouth, Michigan, U, S. A. 
Sole sales agents for American Ball Co. Factory at Minneapolis, Minn. 


BULLS EYE etttz SHOT 





FLASHLIGHTS 
AND BATTERIES 


A line of flashlights with plenty of sales 
features—batteries that do last longer—and a 
merchandising program that makes real sales. 





French Battery Company, Madison, Wisconsin 
General Sales Office: 20 North Wacker Drive, Chicago, Illinois 
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& “Yes Sir! The Same 
' as Last Time <~ ~< 
GRAY-WICK, that’s it”! 


He had bought the wire cloth on the dealer’s 
recommendation last Fall and utilized his 
winter evenings making his own screens. 
Now he plans to make them for his cottage 
the same way. Pleased with the excellent 
condition of the wire cloth, he has returned 
to the dealer that sold him quality wire cloth 
at a fair price. Another life customer—an- 
other advertiser—another step towards a 
fine reputation in his own community for the 
“s, Hardware Dealer. 


A GRAY-WICK Sale is a 


Repeat Sale ~ . s s 


The average consumer relies entirely on the 
Hardware Dealer to recommend and sell him quality 
wire cloth at a fair price, and he associates that sale with 
the dealer. Make him a life customer—sell him GRAY- 
WICK. For years, GRAY-WICK has proven the wire 
cloth to meet the demand of quality at a popular price, a 
wire cloth the dealer can highly recommend to the cus- 
tomer who cannot afford the higher priced bronze. 










GRAY-WICK: Made from rust resisting, copper-bear- 
ing steel and further protected by dull finish, electro- 
galvanizing and a coating of white transparent varnish. 


CORTLAND BLACK: To meet the demands for a 
durable wire cloth at a lower price. Uniformly woven 
and finished in a hard elastic enamel. 


PREMIER: 50% heavier than the standard grade, made 
from rust resisting, copper bearing steel and dull finish 
electro-galvanized. Now made in 14 mesh, 32 gauge 

wire. For severe service. 


WICKWIRE CORTLAND BRONZE: Precision weav- 
ing and special rust resisting alloy make Wickwire 
Cortland Bronze an outstanding quality wire for ap- 
pearance and service. Recommend it to the man who 
wants the best. 
. 


= 3 r eee ee 6888S" e = 
i ROT 1, 


ESTABLISMED 1873 ~ INCORPORATED 1692 


For an increasing 
business and more 
profit, carry the 
complete Cortland 
line. 
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BOY FOR 
$10.00 


M, friend McGilvray came 
in the other day and started to 
tell me his family troubles. 
His boy, Tom, was giving him a 
lot of trouble in school and out. 
I asked him if he would give 
ten dollars for a new boy and 
he said, “What are you getting 


at, Sam?” 


Then I showed him how to 
interest the boy in making 
things at home and got out the 
Atkins 1932 “How To Do It” 
book. I told him if he would 
get a genuine Atkins “Silver 
Steel” saw and show the boy 
how to use it, along with a ham- 
mer and screw driver and a few 
other supplies, he could keep 
that boy’s mind and hands busy. 
He could make a new boy out 


of him. 


The point of this story is not 
that Mac got his new boy for 


ten dollars, but that there are 
some sales that you can close al- 
most as soon as you start if you 
have the right inspiration. In- 
spiration and enthusiasm are re- 


sponsible for a lot of sales 


The best prospect for not only 
an Atkins “Silver Steel” saw, but 
for a lot of other quality goods 
you can sell him, may start by 
his asking for a “cheap” saw. 
A good salesman cannot afford 


to let him buy it. 


(Signed ) 


L§ 





MR. FAST AND MR. SLOW 


You must study your customers to learn how to sell them. Some make 
up their minds quickly; others are deliberate in their purchases. Each type 
requires special handling. Read Sam Sayles’ next talk on “slow” and “fast” 
customers. Send now for the FREE series of sales messages. 





| NEW DISPLAY 


CABINET FOR 
CIRCULAR SAWS 


ATKINS 


MMhore and more sawing is 


done every day by power on 
buildings, and by home work- 


shop owners. 


Therefore E. C. Atkins and 
Company have had experts de- 
sign a cabinet to display and 
hold a stock of small circular 
saws of standard sizes for 
electrically driven hand and 


power bench machines. 


The cabinet is very beautifully 
lithographed in blue, orange- 
red, white and silver, and 
shows the four most popular 


styles of cutting teeth 


The rear of the cabinet is di- 
vided into shelves for reserve 
stock for ready sale to this 
class of trade The modern 
hardware dealer will appreci- 
ate this new merchandising 
plan. For further 

information, write 


address below. 
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Among the California 

Big Trees: George A. 

Sailor, Voluntary Officer 

U. 8. Forest Service and 

alifornia Fish and Game 

Ass’n — and Hardware 
Dealer 


By J. EDW. TUFFT 


EORGE A. SAILOR, head 
of the sporting goods 
department for the Glen- 

dale Hardware Company, Glen- 
dale, Cal., has made his depart- 
ment as broad and as long as the 
State of California, and here is 
what has happened since he took 
charge four years ago: 

He found a stock of hunting 
and fishing 
supplies in- 

What voicing at 


$500; it now in- 
$3,500. 


annual 


voices at 

He found 

sales averaging $1,- 

500; he has boosted 

that total to $15,- 

000. Remember, these figures 

refer to hunting and fishing mer- 

chandise alone, thé only kinds of 

sporting goods that the store 

stresses to any great extent. 
What is meant by broadening 


Happens when 
Sartor TeELits Em 
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Sailor Wisely 


Shares 


Spotlight With 
His Customers 


and lengthening a department 


until it covers a State? Just 
this: Mr. Sailor for the sake of 
making himself the recognized 
information bureau on hunting 
and fishing locations and condi- 
tions in his area had himself ac- 
cepted as a voluntary officer of 
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isely 


With 
mers 


the U. S. Forest Service and of 
the California Fish and Game 
Commission. He draws not a 
cent of pay in these services, but 
at the expense of the firm for 
which he works he travels by au- 
tomobile no less than 25,000 
miles per year—not selling or 
even soliciting, but just gather- 
ing first-hand information of 
roads, fish, game, lakes, etc. 


He Knows Where to 
Send Them 


The auto club often calls Mr. 
Sailor for road information and 
he always has the dope. Here is 
the way Sailor hands out road 
information to hunters, giving 
data and detail not to be found 
on any road map: “Here is the 
closest town, A , to the hunt- 
ing grounds. Turn left at the 
railroad track and follow the 
track to the first crossing, then 
turn right and follow that road 
to the forks. Take the right 
fork to the forest sign that names 





a spring. Drive one mile.beyond 
that sign, then leave your car and 
climb over the hill at the right 
and there you will find a large 
meadow—that meadow is the 
hunting ground.” This writer 
heard directions given to a 
hunter in practically those 
words. Why, no hunter in 
Glendale today, it seems, 
would think of going to an ob- 
scure area to hunt without 
consulting Mr. Sailor. 


Free Publicity by the 
Column 


Naturally enough, Mr. 
Sailor has become one of the 
livest sources of news in the 
city and he never leaves nor 
comes back without newspaper 


Where 
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reporters calling him up. He 
gets columns of free publicity, 
and ‘it is publicity that is news, 
not just fillers. Of course it is 
news when a report as accurate 
as time and tide can be given on 
fishing and hunting conditions 
any place within 300 miles. Us- 
ually three or four items per 
week are used. 

“When a reporter calls and 
asks for a story he does not get it 
unless I have something worth 
while to say,” says Mr. Sailor. 
“I put in free publicity to be 
read, not merely to be saying 
something. I would not for the 
world let the public say that I 
was merely spouting. 


“And there is another thing 
very important in free publicity, 
and that is seeing to it that the 
other fellow’s name as well as 
your own gets into the paper. I 
try to mention at least two cus- 
tomers of mine in each item. Of 
course the name of the firm must 
come in also. 

“T have a camera with me at 
all times and every picture that 
offers news value is taken. The 


When this California hardware 
dealer took charge of the sport- 
ing goods department of the 
Glendale Hardware Co., he 
found a stock invoicing at $500 
and sales averaging $1,500. To- 
day that stock invoices $3,500 
and the sales reach $15,000. 


His methods are common 
sense plans that you or any 
other merchant can adopt. 
There is no miracle about it— 
simply intelligent planning, and 
thorough following through. 

This story is easy reading, 
too—you’ll enjoy it. Start at 
the beginning. 





local newspaper, like anybody’s 
newspaper, is glad to get these.” 


Encourage Good Sports- 

manship 

Mr. Sailor in his capacity as a 
warden for the fish and game 
commission makes it his business 
to encourage good sportsman- 
ship. He does all he can by word 
of mouth to head off violations 
of laws. He puts it up to his 
hunting and fishing companions 
who go out with him and he 
preaches it diplomatically in the 
store. 

“There is this much to it,” 
says Mr. Sailor, “the fellow who 
becomes a habitual violator never 
becomes a permanent customer, 
for he loses interest in sport— 
at least he is not a keen, zealous, 
repeater season after season. 
Real sportsmen with the sports- 
man’s honor can be depended 
upon by the sporting goods mer- 
chant.” 

Gives Award for Biggest 
Deer 

Each deer hunting season Mr. 
Sailor gives a high-class rifle to 
the hunter bringing in the larg- 

est deer. Since it is necessary 

for the hunter to tag his deer 
and since Sailor’s department 
has the tags the hunter comes 
in before he leaves for the 
honting grounds. If he gets 
a deer he has to come in when 
he gets back. When the sea- 
son ends all the hunters who 
have bagged deer are invited 
to the store on a_ specified 
evening and the gun is given 
to the man who has earned it. 

A speaker is usually on hand 

to speak on some phase of 

sportsmanship, usually an of- 
ficial who urges observation of 


law and clean sportsmanship. 
(Continued on page 44) 
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Opportunity to 


Make DECEMBER Your 
BEST MONTH 


HIS year, as the holiday sea- 

son approaches, staple hard- 

ware lines are destined to 

move even more slowly than is cus- 
tomary. Unless hardware merchants 
start immediately to offset the in- 
evitable shrinkage in December sales 
volume, the final month of the year 
will likely prove disappointing. The 
outcome will depend entire- 
ly upon the action of each 
individual dealer in meeting 
the foregoing situation. A 
practical solution is of- 
fered in handling toys 
and presenting the line 
appealingly,effectively. 
Under the stress 
of present condi- 
tions, Mr. and 


Mrs. John W. 

















Public have curtailed their expendi- 
tures for non-essentials, but experi- 
ence has demonstrated that parents 
consider playthings for their chil- 
dren an absolute necessity at Christ- 
mas time. True, expensive toys were 
not as active last holiday season as in 
more prosperous times, but toys in 
the moderate and popular priced 
ranges moved in practically un- 
diminished volume. Wherever there 
are children, and what neighborhood 
or locality does not have its full 
quota of youngsters?—toys will 
soon become the center of interest. 
Any hardware merchant has the nec- 
essary qualifications to do a good 
and profitable job with toys. 


Toys Fit In 


In most instances, the addition of 
a complete line of toys to the aver- 
age hardware store will not be a 
completely new departure. This is 
true because most stores have always 
carried some items such as roller 
skates, sleds, air rifles and wheel 
goods, which may rightly be classed 





as toys. Adding a complete line of 
toys in such cases simply means that 
the store rounds out its stock in the 
desire to make a comprehensive as- 
sortment of playthings available to 
its customers. Most hardware stores 
are eminently better fitted to sell toys 
than man other types of retail es- 
tablishments that attempt more or 
less successfully to “dabble” with 
the line. From among its regular 
patrons the hardware store will dis- 
cover many excellent toy customers, 
who from experience have learned 
that they may depend upon the hard- 
ware merchant to satisfy their needs 
in an intelligent and satisfactory 
manner. 

The principal reason advanced by 
hardware dealers who do not handle 
toys is generally the belief that the 
toy business is not worth the trouble, 
and furthermore that profits are 
usually tied up in left-over stock. 
Several years ago when most toys 
were imported and few quality toys 
were on the market it is quite prob- 
able that some dealers discovered 
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under such conditions that toys were 
too much bother for the profits de- 
rived from their sale. This is far 
from true, however, when applied to 
present-day conditions in the toy re- 
tailing field. Ample margins, with 
an average of approximately 40 per 
cent and a minimum of 33 1/3 per 
cent are provided, and in not infre- 
quent instances, the margin mate- 
rially exceeds the average. 

Basing conclusions upon last holi- 
day season’s figures, toys retailing in 
the $1 to $5 price range will enjoy 
the most active demand this year. It 
is therefore apparent that a very 
substantial volume of toy business 
awaits the hardware merchant’s beck 
and call. Several small neighbor- 


hood hardware stores during last 
holiday season sold $4,000 worth of 
toys in December, making it the ban- 
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A very successful toy department is operated by the John B. Varick Co., Man- 
chester, N. H. This photo was taken by the store’s own photographic department. 


ner month of the year. In Colum- 
bus, Ohio, the city’s largest toy busi- 
ness is transacted by a hardware 
firm. Likewise in distributing toys 
to retailers many hardware whole- 
salers are a factor of prime impor- 
tance. As an example, one Penn- 
sylvania hardware wholesaler is 
reputed to distribute two million 
dollars’ worth of toys annually, thus 
probably qualifying as the nation’s 
largest wholesaler of playthings. 


Assortments from Jobbers 


The interest evinced by hardware 
jobbers in toys constitutes another 
good reason why the line should be 
sold more extensively by hardware 
retailers. | Hardware wholesalers 
have made a thorough study of 
every factor bearing upon the profit- 
able merchandising of toys and are 
showing a disposition to pass this 
information on to dealers with mu- 
tually beneficial results. Several 
hardware jobbers are offering assort- 
ments of best selling toy items in 
several price ranges. This makes it 
easy for the dealer who is stocking 
toys for the first time to secure a 
representative selection of the most 
popular numbers. The jobber, real- 
izing that care must be exercised in 
choosing the toys comprising the 
assortmenis if the dealer is to be 
successful in his initial toy selling 


venture, and later becomes a more 
profitable toy account, uses the ut- 
most discretion in making his selec- 
tions. If the dealer wishes to rely 
upon his own judgment in placing 
his initial toy order, many hardware 
jobbers make this convenient by ar- 
ranging special toy exhibits prior to 
the holiday season. At such shows 
the merchant can carefully consider 
the possibilities of every item shown. 

Many practical aids to enable their 
dealers to do a better job of selling 
toys are also provided by several 
wholesale hardware establishments. 
Ong of the most effective of these 
aids available to dealers are toy cata- 
logs or booklets, usually printed in 
colors, which illustrate, describe and 
set forth price information on some 
of the best selling toys. These book- 
lets are imprinted with the dealer’s 
name and are provided at nominal 
cost for distribution to children and 
their parents. The cost of the book- 
lets to the dealer is considerably 
less than that which the dealer would 
have to pay if they were printed 
to his individual order. The pur- 
chase and use of the booklets do not 
obligate the dealer to buy a stipu- 
lated quantity of toys, nor are there 
any other restrictions. All dealers 
who have used booklets of the kind 
described are warm in their praise 
for the idea and each season usually 
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A New Series of Articles 
About Store Meetings 


LLEW S. SOULE 


Beginning next issue, Llew 
S. Soule will tell, in narra- 
tive form, how an em- 
ployee in a Pennsylvania 
retail hardware store sug- 
gested the regular use of 
store meetings to improve 
the efficiency of the store 
force. 

Other installments will tell 
of the typical meetings and 
their success. 


Watch for this series by the 
Editor of Hardware Age. 


Beginning: Next Week’s Issue 


increases the number of booklets dis- 
tributed. 

No additional space is required to 
display a comprehensive line of toys 
in an attractive manner for the holli- 
day season. Most hardware stores 
arrange temporary means for show- 
ing the line prominently and with 
good effect. In some instances, this 
is accomplished by moving slow sell- 
ing or unseasonable goods to less 
prominent locations for the time be- 
ing and showing toys in the space 
they formerly occupied. Upper 
decks are also frequently used above 
such fixtures as open top display 
tables, or unused floor space pro- 
vides room for a rough home-made 
fixture in the form of graduated 
steps, which may be covered with 
crepe paper presenting a pleasing 
appearance. 

To make buying easier for the 
shopper, retailers of toys have found 
that it is advantageous to display 
suitable playthings for girls in a 
separate section from that devoted to 
toys for boys. Some dealers declare 
that it pays to go even further than 
this by dividing both groups into 
classifications of appropriate gifts 
for boys or girls of certain ages. 
Price groups are also very effective, 
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particularly in toys retailing for one 
dollar or less. Price tags on every 
item are absolutely essential as a 
missing price ticket means that the 
prospect must ask the price, and 
many customers hesitate to ask that 
question for fear that they might be 
embarrassed if the item is more cost- 
ly than they assumed, or if they lack 
sufficient money for its purchase. 
Most dealers who stock toys for the 
first time make the mistake of con- 
fining selections almost exclusively 
to toys best suited to boys. Having 
appropriate gifts from Santa Claus 
for little girls is just as important, 
and dolls and their accessories offer 
a dependable solution. Many games, 
puzzles and books are of course 
suitable for children of either sex 
and every toy stock should include a 
well selected representation of each. 


Starting a Toy 
Department 


In getting a new toy department 
off to a flying start there are several 
mediums which can be depended 
upon to create interest among chil- 
dren in the community and to at- 
tract them to the store where the 
mere sight of toys will kindle their 
desire to possess them. A toy open- 


ing should be scheduled for some- 
time during the latter part of the 
current month. The event should be 
advertised in local newspapers and 
by direct mail to lists of children 
who are attending schools in the lo- 
cality. Santa Claus in person can 
be advertised as the chief attraction 
and old Kris Kringle, has mar- 
velous pulling power, especially if 
it is announced that he will present 
every child with a souvenir in the 
form of a toy balloon, lollypop, ete. 
A supply of the toy booklets pre- 
viously referred to should be on 
hand for Santa to hand out at the 
same time he tenders his souvenirs. 
Drawing or picture books are other 
suitable souvenirs that may be ob- 
tained quite inexpensively. 

As a rule, 60 per cent of the re- 
tail toy business is consummated in 
December. This means that stores 
selling toys the year around secure 
40 per cent. more of the toy busi- 
ness than they would if they handled 
toys only at Christmas time. Many 
of the most successful retailers of 
toys also attribute a large share of 
their holiday toy business to the 
policy of stressing toys the year 
around so that a larger number of 
persons become acquainted with the 
fact that the store carries the line. 
Toys also build business for other 
staple lines just as standard items 
build business in toys. Many toys 
are seasonable in nature, and by 
carefully observing trends and con- 
ditions, the hardware store having 
a year around toy department can 
always have timely toy items to fea- 
ture as a means of focusing local 
attention continually on the line. 
There is nothing more fascinating to 
childish eyes than a good window 
display of toys. This is especially 
true if it is possible to incorporate 
motion into some of the toys dis- 
played. 

There is still ample time to make 
the most of this season’s toy oppor- 
tunity, provided that orders are 
placed at once and immediate de- 
livery is specified. With a healthy 
demand for playthings indicated, 
during a period when the seasonal 
slump in regular lines becomes most 
pronounced, it is therefore up to 
hardware merchants who are anxious 
to increase their profits to take ad- 
vantage of the favorable toy situa- 


tion. 
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Chain Stores Term [It Efficieney— 





IT PRICE 


By Liew S. Soule 


concerning the competition of mass distrib- 

utors, there is still a tendency to regard the 
chain store problem as a strictly retail one. In 
other words, simply because the retail dealer is the 
first of the so-called independents to come in con- 
tact with the selling angle of the problem, he is 
presumed to be the only one it affects. 

As a matter of fact, nothing could be farther from 
the truth. The cold facts are, that while chain 
competition at its worst would undoubtedly force 
many of the weaker retailers out of business, it 
would in turn build up a type of independent dealer 
considerably fewer in numbers, but fully capable 
of competing successfully even on a price basis. 
Such an eventuality, however, would hold little 
comfort for the wholesaler. It would mean the 
elimination of a majority of his customers, and a 
heavy decline in his business. Make no mistake 
about it—if the mass method of retail distribution 
becomes the thoroughly dominant one, the whole- 
saler as we know him, together with the bulk of 
independent retailers, will pass out of the merchan- 
dise distribution picture. 

Meanwhile many manufacturers stand to lose 
immeasurably. To begin with, such a condition 
would mean a tremendous cutting down in retail 
outlets. There would be less merchandise held in 
stocks. Under normal conditions the amount of 
merchandise held constantly in retail stores, as 
stock, is a vital factor in production. Under a mass 
distribution system, this amount would be cut 50 
per cent or more. At the same time the manufac- 
turer would find himself facing a controlled market. 
He would be offered a price for his goods, shaved 
down almost to production costs, and told to “take 
it or leave it.” The manufacturer who thinks that 
a future ascendency of chain merchandising means 
nothing to him has another guess coming. Mass 
distribution is no more logical than mass produc- 
tion. If the chains become the dominant factors in 
distributing merchandise, they will eventually own 
or control the sources of supply. 

Be that as it may, there has been too much ten- 
dency to place the blame for inability to profitably 


[) cvses all that has been written and said 
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meet chain competition, entirely on the shoulders 
of the retail dealer; to declare him incompetent and 
behind the times; to say that all he has to do in 
order to win is to clean house—much of which is 
pure bunk. 

To be sure, the retail dealer must be efficient; 
his store must be clean and well arranged; in short, 
he must be a merchant if hé expects success in these 
days of progress. But—he can be the acme of 
retail efficiency, with a store on par with the best, 
yet if his merchandise costs are appreciably higher 
than those of his competitors, he cannot compete 
profitably. If he is to succeed there can be no price 
discrimination against him. 

Who is responsible for the present price situ- 
ation? Is it the chain alone? Are chain store 
officials so efficient that they can sell at cost and 
still make a profit? 

You all know the answers to the above questions. 
You know that the chains are not alone responsible 
for their ability to undersell competitors and still 
make a profit. You know that they cannot sell at 
cost and continue to exist. You know that the 
chains could never have attained their present 
prominence, had it not been for direct price help 
given to them by those who should have been first 
to stamp on the idea, of any one having a price 
advantage over their retail and wholesale customers. 

In fact, the responsibility for the present com- 
petitive situation—in which chains hold a price 
advantage over wholesalers and retailers—is due 
primarily to those manufacturers whose ruthless 
and senseless competitive methods have been the 
prime cause of “profitless prosperity,” and finally, 
depression. With a foolish greed for volume, they 
have fought each other over profitless business, and 
in doing so have undermined their regular distrib- 
utors and imperiled their own future. 

When will they see the light? Only when whole- 
salers and retailers also see it. Even the Sherman 
Act cannot bar a wholesaler or a retailer from indi- 
vidually and independently resolving to deal only 
with those whose price policies are fair to him. 

NO—the Chain Problem is not strictly a retail 
problem; neither is it an unsolvable one. 
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How a portion of 
the toy depart- 
ment of the 
Franzen Hard- 


ware Co. store 
looks at Christ- 
mas time. 


On the opposite 
page is a diagram 
of the entire toy 
department and 
the way in which 
-  &t provides for a 
good customer 
circulation. 


iling the Wheels 


of the Toy Department 


For Easy Christmas Running 


By WILLIS PARKER 


HE perfect functioning of 
‘|: Christmas toy sales or- 

ganization is largely de- 
pendent on the arrangement of 
stock. This is the opinion ex- 
pressed by Mrs. O. Vance, man- 
ager of the toy department of the 
Franzen Hardware Co., River- 
side, Cal. Mrs. Vance so plans 
for the rush period when extra 
help, largely inexperienced, is 
behind the counter, that the heavy 
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work is completed by December 
1 and the remainder of the sell- 
ing season passes along smoothly 
and with little strain upon the 
organization and the customers. 


Toys in Basement 


The toy department is located 
in the basement. The stairway 
leads from the center of the first 
floor, making it necessary for the 
shopper to negotiate about half 
the length of the store to reach it. 


To catch his attention, and direct 
him to the toys, the company one 
year erected a Christmasy canopy 
over the stairwell, the canopy 
being in the shape of a little 
Dutch house, covered with imi- 
tation snow. Last year two 
“snow” covered archways with a 
big star in the apex directly over 
the stairwell drew attention. 
To avoid congestion at the foot 
of the stairs which might inter- 
fere with the free entrance and 
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shoppers. 


exit of customers, the most atten- 
tion arresting goods are placed 
at the farthest point of the de- 
partment. These goods are, for 
the most part, the electric trains. 
They contain action and illumi- 
nation, so that the combination 
draws attention from afar off. 
Hence the visitors are more than 
likely to approach the action dis- 
plays first thing and remove 
themselves from the stair land- 
ing. Previous arrangements were 
otherwise and the congestion 
near the stairway was a serious 
hindrance to successful merchan- 
dising, according to Mrs. Vance. 

From the trains, which are 
flanked by other mechanical toys, 
the visitors filter back through 
the displays of other goods—the 


(Not drawn to scale) 





Sketch illustrating the arrangements of the Toy Department of Franzen’s hardware store for Christmas 
The heavy broken line represents the path of incoming visitors, who, 
from the stairway, view the electric trains at the far end and are drawn first to them, thus relieving 
congestion around the stairway, and they filter back through the aisles, as represented by the light broken 
lines. Notice how the doll department is placed in a quiet zone, yet it is readily seen from the stairway, 
as the visitors enter the department 


games, small toys, doll furniture, 
doll dishes, books, etc., and make 
their selections enroute back to 
the stairway. 


Separate Sections 


Another segregation is pos- 
sible, too. This is in placing toys 
suitable for boys on one side of 
the room and those for girls on 
the other. Hence the parents 
seeking gifts for girls will be led 
out of the main aisle into the 
girls’ section and those seeking 
boys’ gifts to the other. 

But, since there are some arti- 
cles suitable for both boys and 
girls, they are arranged on tables 
down the center aisle. This is 
particularly true of games. 

To make it easier for the visi- 


Hardware Age will publish more articles 
designed to help you increase your holi- 


day trade. Watch next and following issues. 


NOVEMBER 12, 1931 






tors to find their way about, signs 
overhang each section listing the 


type of merchandise beneath 
them. These signs are constructed 
in keeping with the symbol over 
the stairwell. The year of the 
Dutch house they were replicas 
of Dutch houses. Last year they 
were stars. 

Dolls and stuffed animals have 
positions to one side of the stair- 
way where they are removed 
from the congested area yet are 
in full view of the visitor des- 
cending the stairs. They are on 
the girl’s side, too. Now here’s a 
thing that Mrs. Vance has ob- 
served about dolls and children; 
Secretly boys like dolls as well 
as girls do, but they are shamed 
out of their desire to have them 
by their parents who continually 
suggest that as long as they are 
boys they shouldn’t like dolls. 
“You’re a boy and shouldn’t 
want a doll,” is a common excla- 
mation heard from parents who 


(Continued on page 44) 
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SING the editorial “we” 

trying to avoid the per- 

sonal “I,” we will say 
we have sat on a number of 
juries. We have heard a num- 
ber of cases tried in court. We 
must admit, notwithstanding the 
jury system is one of the bul- 
warks of our liberty, that this 
personal contact with juries has 
not led us to have a very high 
opinion of this system. In “Liv- 
ing Philosophies” it is stated 
that almost all men are in- 
fluenced by their feelings, and 
not by their intelligence. To our 
mind this is fully demonstrated 
in jury trials. Once we were on 
the jury in a damage suit against 
a railroad company. The com- 
plainant was a nice old lady 
who had jumped off a moving 
train. The conductor did his best 
to stop her, but she broke away 
from him. It was clearly evident 
that the sweet old lady was hurt, 
not through any fault of the rail- 
road company, but simply by 
reason of her own panic. 

When our jury was locked up 
we first discussed the case infor- 
mally before taking a_ vote. 
Every member of the jury sym- 
pathized with the old lady, but 
felt it was her own fault that she 
was hurt. Then one of the jury- 
men spoke up and said: “It is 
just too bad this poor old lady 
had to stay in the hospital so 
long. It cost her a lot of time 
and money. Now I suggest,” 
said he, “that we just give her a 
verdict of $500 to pay her ex- 
penses.” Several of the other 
jurymen agreed with him. Then 
we spoke up and said that it was 
all right for us to be generous to 
the old lady, but if we felt the 


accident was her own fault, our 
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Ladies and Gentlemen of the Jury 


By SAUNDERS NORVELL 


generosity should not take the 
form of giving her the railroad’s 
money. We therefore suggested 
that we bring in a verdict for the 
railroad company, and at the 
same time take up a cash collec- 
tion in the jury to the amount of 
$500 for the benefit of the old 
lady. In other words, we would 
show our generosity and sym- 
pathy with our own money, in- 
stead of the money of the rail- 
road company. This idea did not 
appeal to some of the jurors. 
There was a lot more talk be- 
tween us, and then a vote was 
taken and it was unanimously in 
favor of the railroad company. 
We feel sure, however, that if 
no one had stressed the point that 
we had no right to be generous 
with the railroad’s money, that 
the verdict would have been for 
the old lady. 

Here was a clear case of men 
being swayed by their emotions. 
The old lady needed the $500 
and that amount of moriey was 
not much to a big railroad cor- 
poration. This is an actual case, 
and when I afterward told Judge 
Spencer, later Senator Spencer, 
of our discussion in the jury 
room, he said it was too bad that 
the jury did not bring in a ver- 
dict for the railroad company 
and at the same time hand the 
old lady an amount of money 
collected from the jury. He said 
such a proceeding would have 
been unique and would have 
made a record for jury trials. 
Before returning our verdict we 
had even suggested that the $500 
donation by the jury be cut down 
to $100, but we could not work 
up any enthusiasm on the part of 
the jury for this small sum, which 


in fact was just about the sum 
our jury fees amounted to. 


* * * 


Over in France at one time 
there was a trial going on, and 
one of the lawyers presented a 
great mass of evidence. He 
quoted endless figures. He re- 
ferred to many authorities. Of 
course all of this matter had to go 
into the court records. When the 
opposing lawyer arose, he com- 
plimented his opponent for all 
the time and trouble he had tak- 
en in accumulating these facts. 
Then he brushed all the facts 
aside with the statement: “But 
after all, why attempt to be logi- 
cal in-an illogical world?” 


hice 


All of this leads up to the fact 
that we have just been a witness 
in the Federal Court. There was 
of course a Federal judge but 
there was no jury. When the case 
started, the judge, who was for- 
merly a prominent army man, 
told the lawyers he wanted them 
to cut things short. He stated the 
court did not wish to waste any 
time. He only wished funda- 
mentals brought into the case. 
Now what surprised us was how 
differently these lawyers handled 
the case when there was no jury. 
They got right down to tacks. 
There were facts and logic, and 
absolutely no emotional appeal. 
This was the best trial we have 
ever heard. 

We challenge the jury as an 
institution. We believe the jury 
system constantly leads to mis- 
carriages of justice. We also be- 
lieve that this system in a large 
measure is the cause of the long 
delay in the process of the law. 
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Cashing In 


on the 
Christmas 


Spirit 


ARDWARE dealers every- 
H where will find the holi- 

day season an excellent 
opportunity for cashing-in to 
good advantage of the Xmas 
shopping budget, by deviating 
from the usual in planning their 
holiday business. 

Barber & Ross of Washington, 
D. C., put out a very attractive 
four-fold circular of “Gift Sug- 
gestions,” which were both prac- 
tical and useful, under the slogan 
of “Shop Early—Shop Here”. 
One of the folds of the circular 
contained an attractive list of 
suggestions, each embellished 
with a pen and ink illustration, 
suggesting that the customers use 
the list to make out their own list 
of articles to be bought for vari- 
ous friends and relatives. In- 
cluded in the list, were kodaks, 
items for the motorist, items from 
the tool department, the cutlery 
department, the hardware depart- 
ment, electric household appli- 
ances, the launch and motor boat 
department, radio department, 
etc. Gifts were also suggested for 
the fireside, medicine cabinets, 
kitchen cabinets, adjustable shav- 
ing mirrors, bathroom fixtures, 
electric refrigerators, etc. 

Any hardware retailer who 
will take the trouble this year to 
plan a neat, attractive, well-illus- 
trated circular, which depicts 
various articles carried in stock, 
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or which have been specially 
purchased for the Christmas sea- 
son, and who describe them en- 
ticingly in the form of Xmas gifts 
which are useful and practical, 
yet novel, unique and different, 
and who mails out this circular 
to the trade in the form of 
“Christmas Shopping Sugges- 
tions,” will be well rewarded for 
his efforts. Repeated mailings at 
five-day intervals will act as a 
constant reminder and safeguard 














against undue delay or procrasti- 
nation. 

Another enterprising hardware 
merchant last year developed a 
3-fold circular which was mailed 
to customers and prospect lists 
with very good results. This 
circular, festooned with holly 
and evergreen, captivated many 
buyers who might otherwise have 
remained at a perpetual distance 
and have done their Christmas 
shopping elsewhere. 

Mate oe ine, $2.00, Address Hard- 


ware Age Service, 239 West 39th 
Street, New York 





i 
it 
we 



























































CENTRAL HARDWARE CO. 
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By getting in on the ground 
floor early with your advertising 
campaign this year, you can 
record the largest December in 
history. Retailers everywhere 
will find that two or three circu- 
lars, each arranged just a little 
differently in style and make-up, 
but centering on the same pivotal 
idea, will go over big in getting 
more than a fair share of the 
Xmas business to be had. One 
sales provoking circular which 
achieved extraordinary results, 
was small and compact enough 
to be carried about in a man’s 
pocket or a woman’s purse to act 
as a constant reminder and it was 
so attractively printed and punc- 
tuated with such fascinating and 
vivid descriptions that the desire 
to purchase became well nigh 
irresistible. 

The first page of the folder 
which met the prospect’s eye, 
when withdrawn from the en- 
velope (which also was deco- 
rated in true Christmas style), 
was blank except for the naked 
smile of greeting, clad in holly 
and evergreen, which read: 
“Here Are Many Valuable Hints 
To Assist You In Your Christ- 
mas Shopping—Why Not Start 
Planning Now?” 

The next fold of the circular, 
when opened, contained a shop- 
ping guide, ruled off into twenty 
odd lines for the convenience of 
the customer in entering gift 
ideas which were suggested on 
the following pages of the folder. 

The other folds of the circu- 
lar were given over to persuasive 
and convincing “sales-talk,” such 
as “Why Not Make This A Real, 
Practical, Lovable Christmas? 
Why not start early this year, de- 
ciding upon what you shall buy 
and for whom, by using the Shop- 
ping Guide on the preceding 
page? Why not select such gifts 
as we all secretly hope~ our 
friends and relatives will give 
us? And what could be more 
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practical than any one of the 
many articles suggested within 
the confines of this circular? 
Sean the list and illustrations 
carefully, then select those arti- 
cles which you know your 
friends, relatives and home folks 
will most appreciate! If You 
Buy Your Xmas Gifts at Tur- 
ville’s Hardware Store, you will 
not only be well satisfied, but 
your friends will be pleased and 
gratified.” 


Attention Value 


The rest of the folder was de- 
voted to attracting attention and 
fostering desire in well defined 
groupings, and was aimed at 
arousing immediate buying im- 
pulses in these various items of 
Xmas Suggestions, by means of 
challenging illustrations, _strik- 
ingly presented, including the 
boxes in which they would be 
wrapped. Each article was con- 
cisely described in two or three 
lines, with price tags affixed, so 
that all the customer had to do 
was to go over the circular and 
make selections at will. 

The circular was so planned 
as to carry a host of valuable 
buying suggestions to each print- 
ed page (both sides), and pic- 
tured more than thirty gift sug- 
gestions, running the gamut of 
tool cabinets, work benches, 
wrench sets, carving tool sets, 
scout axes, tree holders, Xmas 
tree fences, roller skates, door 
knockers, bird cages, razors, 
fountain pens, razor straps, 
casseroles and other housewares, 
any of which it was stated would 
please dad or grandad, father or 
brother, sister or sweetheart, 
uncle, aunt or cousin, and prove 
a wonderful surprise to friends 
as well. 

For the convenience of those 
desiring to present gifts in the 
form of “purchase orders” rather 
than making purchases in person, 
a convenient number of “mer- 











chandise gift orders” were also 
enclosed with each circular, and 
one part of the folder was de- 
voted to explaining this phase of 
making gifts. 

“Last Christmas you were very 
busy,” the circular concluded. 
“At the last desperate moment, 
just before it was too late, you 
rushed out and bought something 
for those you loved, and you 
probably did not buy what you 
would have purchased had you 
taken more time to decide or be- 
fore the others had “picked the 
cream”—it’s a common experi- 
ence with all of us at Christmas 
time. 

“Why not start earlier this 
year—sit down right now and 
make up a sensible list of pres- 
ents and determine to make them 
practical? Suit the gift to the 
need and the need is always for 
practical gifts for practical peo- 
ple -who live practical lives. 
What could be more practical 
and useful or more pleasing to 
the recipient than any one of the 
numerous articles suggested in 
this circular? 

“Select those gifts which you 
know your folks and friends will 
most appreciate, and make this 
a most practical Christmas by 
planning early! What more suit- 
able gift than 


A Comfortable Work Bench, 

A Companionable Electric Refrigerator, 
A Congenial Tool Cabinet, 

A Delightful Kodak, 

An Attractive Smoker’s Set, 

A Handsome Bird Cage, 

An Efficient Carving Tool Set, 

A Serviceable Mirror, etc. 


In this way, this way, this cir- 
cular thus summed up and suc- 
ceeded in driving home the final 
sales clinching tie-up of the cir- 
cular. This alphabet of gift sug- 
gestions, with the slogan of 
“Gifts Like These Are Sure to 
Please!” not only provoked in- 
stant desire to possess, but also 
to “buy” more than the budget 
would ordinarily stand. 
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LEONARD REFRIGERATOR 
SALES CONVENTION 


The Leonard Refrigerator Co. 
held its annual convention at the 
Player’s Theater, Detroit, Mich., 
on Oct. 23, closing with a ban- 
quet in the evening. The feature 
of the convention was the exhibi- 
tion of seven new electric re- 
frigerator models, the details of 
which were fully explained to : 
representative delegation of dis- 
tributors from all parts of the 
country. 

H. W. Burritt, vice-president in 
charge of sales, acted as chair- 
man of the convention and toast- 
master at the banquet. President 
G. W. Mason was a speaker both 
in the forenoon and at the ban- 
quet. 

Sales manager R. I. Petrie, 
service manager FE. A. Seibert, 
advertising and sales promotion 
manager A. M. Taylor, advertis- 
ing and merchandising counsel E. 
L. Triffitt, and C. M. Armstrong, 
vice-president and manager of the 
Refrigeration Discount Corpora- 
tion, were speakers. 





SPARKS-WITHINGTON TO 
MAKE REFRIGERATORS 


Sparks-Withington Co., De- 
troit, Mich., will begin manufac- 
turing electric refrigerators by 
Jan. 1, utilizing its plant at Mich- 
igan Center, four miles from 
Jackson, Mich., according to a re- 
port. The company’s present 


line includes automobile horns |" 


and radio receiving sets. 





PAUL GREEN IS AGENT 
FOR KEN-WEL IN OHIO 
Paul H. Green, 505 Stam- 


baugh Bldg., Youngstown, Ohio, 
is covering Ohio for the Ken-Wel 
Sporting Goods Co., Utica, N. Y. 
After leaving the sporting goods 
department of the May Co., 
Cleveland, Ohio, he joined the 
traveling forces of Stambaugh- 
Thompson Co, Youngstown, 
Ohio. 


KEN-WEL CO. ABSORBS 
PHILIP KENNEDY CO. 


The Ken-Wel Sporting Goods 
Co., Utica, N. Y., has absorbed 
the entire organization of the 
former Philip Kennedy Co., 
Gloversville, N. Y. . Philip Ken- 





nedy will continue in charge of 
designing and tailoring of gar- 
ments formerly made under the 
Kennedy label. 





ROBT. PEARSALL DIES; 
SEC’Y BROOKLYN ASS’N 


Robert Pearsall, secretary of 
the Brooklyn Hardware Associa- 
tion, died suddenly from a heart 
attack on Saturday, Nov. 7. He 
was 80 years old, but as his 
health had been reasonably good, 
his passing comes as a distinct 
shock to the members of his or- 
ganization. Typical of the faith- 
ful service he had rendered for 
more than 15 years, Mr. Pearsall 
had prepared and mailed the No- 
vember meeting notices of his as- 
sociation a few hours before 
death. Much of the growth of 
the Brooklyn association was due 
to the careful personal attention 
given by the late secretary. He 





ROBERT PEARSALL 


was responsible for most of the 
new members, made calls at the 
stores of members, kept records 
uf the body’s activities and was 
in every way a complete secre- 
tary. 

Prior to his work with the as- 
sociation Mr. Pearsall had been 
a salesman for Sargent & Co. 
Since taking the office of secre- 
tary he had operated as a manu- 
facturer’s agent, selling cutlery 
and hardware specialties. 

Mr. Pearsall for many years 
had been a student of the life of 
Abraham Lincoln and was recog- 
nized as an authority on the sub- 
ject, much sought as a speaker 
on the subject. In Royal Arca- 
num circles he had national 
prominence. 





Plan Unemployment Aid by Stimulating 
of Home Repairs and Renovation ~ 


(From Our Washington Bureau) 

The immediate, emergency or- 
ganization of community groups 
in every city and town and where 
feasible in every county to relieve 
unemployment by _ stimulating 
those home owners who can af- 
ford it and will, agencies con- 
cerned to undertake home and 
neighborhood improvements is 
urgently recommended by the 
Committee on Reconditioning, 
Remodeling and Modernizing of 
the President’s Conference on 
Home Building and Home Own- 
ership. 

The time for home recondi- 
tioning was never more propi- 
tious than now, in the opinion 
of the committee, as materials 
cost approximately one-fourth 





less than the average for the 
decade 1920-30 and skilled labor 
is available. 

In order that any steps taken 
immediately to repair or modern- 
ize part of the home may accom- 
plish the best results, the com- 
mittee urged upon home owners 
the advisability of planning the 
reconditioning of their house as 
a whole. Such planning, it is 
pointed out, will in the long run 
prove more economical and con- 
tribute to the making of a bet- 
ter home. 

The findings and recommenda- 
tions of the committee will be 
laid before the President’s Con- 
ference on Home Building and 
Home Ownership when it meets 
in Washington, Dec. 2-5. 





FOSS IS IN CHINA FOR WOOSTER BRUSH CO. 


and ferries, having 
been taken over by military 
powers, are terrible. Traveling 
is rough,” writes Don J. Foss, 
now in the flood districts and 
war troubled territory of China 
on a bristle trip for the Wooster 
Brush Co., Wooster, Ohio. 

Mr. Foss states that communi- 
cation with Mukden has been cut 
off ever since the trouble started 
in Manchuria and it is said thet 
principal bristle dressers there, 
together with thousands of cases 
of Chinese bristle have been 
seized by the Japanese. Railroad 


“Trains 





rolling stock is being held in 
South China for troop movements 
and the Chinese feel as though 
the trouble is going to be even 
much more serious than it is at 
present. “Just how all this tur- 
moil is going to affect the market 
for good brush bristles is pure 
conjecture.” 

The accompanying photograph 
shows Mr. Foss at Fairchild & 
Company’s Chinese bristle dress- 
ing go-down in Tientsin, with 
Mr. Fairchild and their com- 
pradore (go-down foreman), 


Wang Pin Nan. 
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Judicial Interpretation of the Kansas Anti- 
Utilities Appliance Sale Law 


In the recent decision of the 
Shawnee Counfy, Kan., District 
Court, sitting in Topeka, Judge 
Hungate ruled that utility com- 
panies may continue Selling re- 
possessed appliances although 
the sale of new appliances is for- 


burden on interstate commerce 
and also that it was an unjust 
discrimination against the corpo- 
ration. 

“Both of these contentions 
were overruled by the Supreme 
Court.” 





bidden. He ruled that such sales 
might be classed as attending to 
“gutstanding indebtedness” and 
not “engaging in business.” 

“Plaintiff companies obtain the 
right as utilities by permission 
of the, State of Kansas,” said 
Judge Hungate. “This permis- 
sion gives them a qualified mon- 
opoly in the sale and distribu- 
tion of gas. It is fair to assume 
that the legislature considered 
that the merchandising business 
was, or threatened to become, 
another monopoly brought about 
in a large measure by reason of 
the advantages possessed by the 
utilities because they were util- 
ities. 

“The legislature of Mississippi 
passed an act which prohibited 
corporations. interested in the 
manufacture of cottonseed oil or 
cottonseed meal from owning or 
operating cotton gins. This legis- 
lation was attacked and in the 
Supreme Court of the United 
States it was contended by the 
plaintiff that the act imposed a 





MISSISSIPPI DEALERS | 
PLAN GROUP SESSIONS | 


Capt. Guy Nason, Starkville, 
Miss., secretary, Mississippi Re- 
tail Hardware & Implement Asso- 


ciation, has announced four 
group meetings for the month of 
November. Dates, places and 
chairmen are: Hattiesburg, Nov. 
16, Frank Matthews; Jackson, 
Nov. 17, C. H. Everett; Nov. 19, 
Philadelphia, Miss, A. P. 
Turner, and Nov. 20, Water Val- 
ley, J. W. Hamner. 


CASEY AUTO SUPPLY & 
HARDWARE ENLARGED 


The Casey Auto Supply & 
Hardware Co., Milford, Mass., is 
enlarging its hardware depart- 
ment to about twice its size. W. 
H. Casey, proprietor, entered the 
hardware business about a year 
ago, having previously catered 
chiefly to the auto parts and ac- 
cessories market. 


MOORE HARDWARE CO. 
DAMAGED BY FLAMES 
Damage to the Moore Hard- 

ware Co. store and two other 

buildings in Carthage, N. C., ‘was 
suffered Oct. 25. Insurance cov- 
ered most of the loss, according 





to a report. 
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GRIFFING BROTHERS BUY 
RIVERHEAD HDWE. CO. 
The business of the Riverhead 
Hardware & Paint Co., Inc., Riv- 
erhead, L. I., N. Y., was recent- 
ly purchased by Burton C. and 
Timothy G. Griffing of that town. 
The business, which is located at 
118 West Main Street, has been 
in charge of Arthur Blumberg. 
Grifing Hardware Co. is the 
name under which the store will 
be conducted. It is planned to 
increase the stock and to add 
new lines. 
RAMSTEAD HDWE. CO. 
OPENS IN KENT, WASH. 
The Ramstead Hardware Co., 
Kent, Wash., was recently opened 
in the store formerly occupied by 
the Berlin Hardware Co. John 
Ramstead was employed by the 
Berlin store. 


T. A. GIBERSON DIES 
Thomas A. Giberson, 63, vice- 


—______¢@President, Cleveland Quarries Co., 


Cleveland, Ohio, died recently at 
his home. He had been with 
the Quarries company for forty 
years. Mr. Giberson and a son 
survive. Mr. Giberson had been 
active in charitable enterprises. 


W. A. BANISTER PASSES .- 


W. Albert Banister, for many 
years president of Banister & 
Pollard, Newark, N. J., one of 
the oldest hardware firms in that 
section, died Nov. 5, at the age 
of 51. Last month Mr. Banister 
joined the agency of Day & Cor- 
nish, general agents of the Mu- 
tual Benefit Life Insurance Co. 
He was active in the affairs of 
the Newark Rotary Club, having 
been a former president, and in 
the activities of glee, athletic and 
other clubs. Mrs. Banister and 
two sons survive. 


PECK, STOW & WILCOX 
CONCENTRATE PRODUC. 
TION. AT- SOUTHINGTON 


The Peck, Stow & Wilcox Co., 
Southington, Conn., has  an- 
nounced its intention of imme- 
diately concentrating all manu- 
facturing operations at the South- 
ington plant. This decision has 
been made in the interest of 
more economic production. Man- 
ufacture of the various lines will 
be removed from Cleveland, 





Ohio, to Southington as quickly 
as possible. Incidental to the re- 
moval will be the discontinuance 
of certain items in the lock and 
knob line in which there has 
been a long period of overpro- 
duction. 


ROY SCHMIDT HEADS 
N. Y. BOOSTERS 

Roy C. Schmidt Stanley 
Works, was elected president of 
the New York Hardware Boost- 
ers at the regular annual meet- 
ing held Saturday, Oct. 31, at the 
Hardware Club, New York City. 
He succeeds Charles J. Heale, 
managing editor, HARDWARE ACE, 
who had served in that office for 
two terms. Mr. Schmidt has been 


ROY SCHMIDT 


vice-president for the past two 
years and prior to that served 
as secretary for several years. 
John H. Tracy, the Rawlplug 
Co., is the new vice-president. 
Secretary H. R. Conner, Pike 
Mfg. Co., and Treasurer Albert 
Westphal, Corbin Screw Corp., 
were reelected. 

Retiring officers made appro- 
priate “Swan Songs” and annual 
reports of committees were read. 
The new president announced his 
committees for the coming year. 

Before closing the Hardware 
Boosters voted $100 as a contri- 
buticn toward the unemployment 
relief work being carried on in 


New York City. 


A. H. WILLEY DIES; 
WAS CUTLERY EXPERT 


A. H. Willey, recognized as a 
leading authority on the manu- 
facture and distribution of cut- 
lery products both here and 
abroad, died Nov. 5 at his home, 
3457 Bedford Avenue, Brooklyn, 
N. Y. He was about 64 years 
old and had been associated with 
the cutlery business for forty 
years. Because of poor health 
he resigned July 1 as sales man- 
ager of the Imperial Knife Co., 
Providence, R. I., and had been 
taking a well earned and much 
needed rest. Prior to that con- 





nection he had been associated 
with the Flylock Knife Co., New 
York City. From 1918 to 1926 
Mr. Willey was sales manager of 
the cutlery division of Remington 
Arms Co., Inc., New York City. 
Before joining Remington he 
had spent 18 years with H. Boker 


A. H. WILLEY 


& Co., traveling New England 
and the Central West. He was 
also connected with the Valley 
Forge Cutlery Co. as a director 
and with the Electric Cutlery Co. 
as a salesman prior to the Boker 
affiliation. 

For many years Mr. Willey has 
been a familiar participant in na- 
tional hardware conventions. He 
had a great many friends among 
manufacturers, wholesalers and 
retailers, and will be missed 
when hardware and cutlery men 
gather without him. Burial was 
at his old home town of Athol, 
Mass., on Nov. 8. 


OLNEYVILLE HARDWARE 
DAMAGED BY FIRE 


Olneyville Hardware & Paint 
Co., Providence, R. I., was re- 
cently damaged by fire which 
swept through it and an adjoin- 
ing electric shop. Fire started 
in the basement of the hardware 
store. 


B. R. THURSTON DIES; 
WAS SUPERINTENDENT, 
AMERICAN SCREW CO. 
Benjamin R. Thurston, 52, 
general superintendent, Ameri- 
can Screw Co., Providence, R. I.. 
died Nov. 3 at the Jane Brown 
Memorial Hospital in that city 
following an illness of two 
months. More than thirty years 
ago he entered the employ of the 
company, of which his father was 
general superintendent. Upon the 
death of his father in 1928 he 
became general superintendent, 
having previously been assistant 
superintendent for several years. 
His son, Benjamin L. Thurston, 
two grandsons and an uncle, 
George W. Thurston, survive, ihe 
last being vice-president and gen- 

eral manager of the company. 
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ANDERSON HARDWARE 
-OPENS BRANCH STORE 


Louis W. Jackson and W. H. 
Jones will manage the branch of 
Anderson Hardware, Anderson, 
S. C., which will be located on 
the west side of the square. Mr. 
Jackson will be in charge of the 
store, while Mr. Jones will handle 
the household department. 





W. F. SCHLIE HARDWARE 
DAMAGED BY FIRE 


Fire recently damaged the 
stock of the F. W. Schlie hard- 
ware store, 222 North Main 
Street, Decatur, Ill. The store, 
which had just been decorated, is 
believed to have caught fire as 
a result of spontaneous combus- 
tion. Most of the damage was 
sustained by the mezzanine floor, 
where old records were stored. 
A large stock of expensive tools 
and cutlery had been received a 
few days prior to the fire. 





WORKINGTON MANAGES 
EL CAMINO BRANCH 


Ed. Workington, San Diego, 
Cal., has been made manager of 
the E] Camino Hardware branch 
store in San Clemente. The store 
was recently purchased along 
with another hardware store in 
Bloomington, Cal., by P. S. Bar- 
ber, Escondido, from O. C. West. 





REOPEN NORTON STORE; 
SCHABERG IS MANAGER 


The Norton hardware store, 
305 South Washington Avenue, 
Lansing, Mich., was reopened last 
month, following extensive re- 
modeling. A basement store has 
doubled the space used. Ernest 
Schaberg, Schaberg - Dietrich 
Hardware, is manager. In the 
basement toy, radio, utensil and 
electric appliance departments 
are included. The business was 
established in 1891. 





MICHIGAN RETAILERS 
MEET IN GRAND RAPIDS 


Harold Bervig, secretary, and 
Lee Swinehart, field secretary of 
the Michigan Retail Hardware 
Association, attended and _ ad- 
dressed the dinner meeting of 
dealers from that vicinity, held 
Oct. 26. Sydney Rozema, Grand 
Rapids, spoke in the afternoon 
on the subject “Display and 
How.” 


FRED SCHAFER DIES 

Fred Schafer, 80, pioneer hard- 
ware dealer, died Oct. 26 in De- 
catur, IIl., following an automo- 
bile accident, which necessitated 
an operation. Mr. Schafer had 
been in business in Decatur for 
56 years and until the accident 
was actively engaged in the hard- 
ware business. 
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When the Toy Manufacturers 
of the U. S. A. meet at the Hotel 
McAlpin, New York City, on 
Dec. 3 and 4, for their fifteenth 
annual convention, a feature of 
their proceedings will be reports 
on the most comprehensive toy 
research ever undertaken. 

Speakers will be Kenneth Col- 
lins, executive vice-president and 
advertising manager of R. H. 
Macy & Co., Inc., New York 
City, and Meyer Bloomfieid, 
lawyer and industrial consultant. 
They will summarize the findings 
of a year’s study of toys in rela- 
tion to the preferences, character 
building and physical develop- 
ment of growing children. This 
investigation, which was spon- 
sored by the Macy store and di- 


J. F. WALLACE IS NOW 
PRES. SODUS HARDWARE 


James F. Wallace, formerly 
sales manager, Rochester Can 
Co., Rochester, N. Y., is now 
president and treasurer of Sodus 
Hardware & Implement Co., Inc., 





JAMES F. WALLACE 


Sodus, N. Y. He was also for- 
merly advertising manager of the 








Certo Corp. and later was with 


BOSTON 


For three days, beginning Oct. 
19, all Eastern division salesmen 
supplemented by Pacific Coast 
representatives of the Boston Var- 
nish Co., Boston, Mass., held a 
three day sales conference. Pres- 
ident James B. Lord welcomed 
the conference, and Harry A. 
Hall, treasurer of the organiza- 
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TOY MANUFACTURERS OF U. S. WILL MEET IN NEW YORK 


rected by Mr. Bloomfield, was 
made in cooperation with a num- 
ber of outstanding schools, col- 
leges and organizations specialz- 
ing in child welfare. 

The board of directors of the 
association has invited to this 
important session on merchandis- 
ing the members of the commit- 
tee on toys from the merchandise ¢ 
managers’ division of the Na- 
tional Retail Dry Goods Associa- 
tion and the committee on coop- 
eration of the American Toy 
Buyers’ Association. 

Program will include election 
of officers, discussion of produc- 
tion problems in different kinds 
of plants and a general meeting 
conducted by the credit com- 
mittee. 


the advertising department of the 
General Foods Corp., New York 
City. 

The Sodus company is the new 
designation of Butts, Danford & 
Co., recently reorganized. 





ST. LOUIS DISTRIBUTORS 
MAKE GOOD WILL TOUR 


Business executives represent- 
ing wholesale houses in the so- 
called 49th State area, visited 
seven Illinois communities on a 
good will tour, under auspices of 
the Chamber of Commerce Sales 
Managers’ Bureau recently. The 
tour included Carlinville, Spring 
field, Lincoln, Peoria, Blooming 
ton, Clinton and Decatur. 

Henry Clay, sales manager, 
Simmons Hardware Co., St. 
Louis, Mo.; Stanley Quisenberry. 
sales manager, Shapleigh Hari 
ware Co., St. Louis, and E. G. 
Grinkman, sales manager, Phe 
lan-Paust Paint Mfg. Co., St. 
Louis, were among those making 





All manufacturers in the indus- 
try are welcome at the convention 
if arrangements are made in ad- 
vance for them to be presented by 
some one from their concern who 
would meet the qualifications for 
delegates that are required of 
the association’s own member- 
ship. 
>—-_ mall oe 
MASBACK OPENS XMAS 

TOY DISPLAY 


With a 
easier for their dealers to per- 


view of making it 


sonally inspect samples before 


placing orders for toys and other 
holiday lines, the Masback Hard- 
ware Co., 82 Warren Street, New 
York City, recently opened a spe- 
cial preholiday display. 

The exhibit occupies an en- 
tire room, appropriately deco- 
rated and located on the second 
floor of the firm’s quarters. The 
line of playthings on display in- 
cludes a comprehensive assort- 
ment of wheel goods, pull toys, 
electric trains, mechanical toys, 
educational toys and other popu- 
lar related items. In addition, 
cutlery, silverware, mounted oven 
glassware, electric appliances, 
Christmas electrical decorations, 
electric clocks, ice skates, sleds, 
tool chests and benches and sev- 
eral other lines favored for gift 
purposes are featured in an at- 
tractive manner. 

Each sample bears a tag car- 
rying its price and other petti- 
nent data and related items are 
shown in grouped displays. For 
the convenience of dealers who 
find it impractical to visit the 
display during regular business 
hours, the firm has announced 
that arrangements can be made 
by appointment to inspect the 





the trip. 


° 





VARNISH SALES MEETING 


lion, reported upon the finances. 
Vice-President Harry B. Winner 
also addressed the convention. 
C. A. Dana Redmond, advertis- 
ing manager, on the “S.S.” sales 
plan. A plan was described and 
displayed for acquiring new busi- 
ness. 


exhibit any week day evening. 


IN EAST 


discussed, demonstrated: and con- 
sidered in detail. A “prosperity” 
banquet was held at the Belmont 
Springs Country Club, under di- 
rection of credit manager W. 
Wesley Gilmour. Frank Bownes, 
vice-president, National Paint, Oi 
& Varnish Association, addressed 
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the banquet. 
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Kids Are Santa’s Purchasing 


HILDREN 
are begin- 
ning to 


think about pro- 
spective presents 
from Santa 
Claus, and your 
windows giving 
early evidences 
of Christmas 
merchandise 
will attract their attention, which 
in turn will be promptly and 
continuously reported to par- 
ents. Children’s preferences play 
a large part in the choice of 
Christmas gifts by the parents. 
So get to work on the children 
NOW. Think of your windows 
as missionaries to the kids, not 
merely direct selling agents. 
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Let’s step into the Christmas 
parade all set to lead the proces- 
sion. Half-hearted preparations 
will not put your store in the van- 
guard of those seeking trade. But 
an early start and plenty of at- 
tention to window displays will 
do a lot to direct attention to 
your wares. 

Our toy window this week is 
easy to arrange. The central 
poster is just a sign writing job 
which you can turn out yourself 
or have a professional sign writer 


do inexpensively. Christmas col- 
ors and decorations will give the 
necessary atmosphere. There it 
is, start now. 

A companion window to the 
toy display is our winter sporting 
goods trim. Here again the poster 
is simple enough to be a sign 
writing job. Of course, much can 
be done with this poster by the 
judicious use of color. 

In both window displays it is 
increasingly important to include 
price tickets. People are now be- 


Watch for Christmas Merchandising Ideas 
in Next Week’s Issue. All Were Success- 
fully Used by Other Hardware Firms 
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| Agents— Appeal to Them NOW 


ginning to estimate the cost of 
their Christmas gift budgets, and 
price tickets play an important 
part. Not necessarily that prices 
have to be low. On the contrary 
many will stretch a point to buy 
some item that appeals, which, if 
no ticket were included, they 
would pass up, considering its 
possible price too high. 

Our suggested windows will 
take on a Christmas atmosphere 
for the balance of the holiday 
season. There will also be a 
number of other ideas for Christ- 
mas merchandising. Watch for 
these and put them to work for 
you. They will help to add to 
your December total. All are 
economically planned and are 





























A strongly effective window of roasters that will help to move these items at the 
: present holiday season. A shock of corn and some crepe paper and cartons are 
worth while. all the properties you will need. A good window in jig time. 
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More 


Actual 
Trims 


Carlisle Hardware Co., 
Springfield, Mass., used the 
trim at top of this page, a 
very~ effective display of 
hunting equipment. Note the 
range of items covered. 

Left: a good handling of 
skates as Christmas mer- 
chandise, by Mohr - Jones 
Hardware Co., Racine, Wis. 

Enamelware is a timely 
item at this season. A win- 
dow such as that at top of 
page 41, by the Nagell 
Hardware Co., Minneapolis, 
Minn., will move a lot of it. 
Earl Whiting trimmed this 
window. 

For a real winter display, 
The window by the Lake 
View Store, Morgan Park, 
Minn., offers much by way 
of suggestion. It appears at 
foot of page 41. 
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HARDWARE AGE 
ADVERTISING 






SERVICE 
FOR THE 
WEEK 





HARDWARE AGE 
ADVERTISING SERVICE 








Aunt Mary Says: 


It’s Thanksgiving time and 
there are so many things you 
need around the home. You'll 
find the loveliest chinaware and 
glassware at (store name) at 
prices that are remarkably low. 
There is also a wide assortment 
of kitchen utensils of the high- 
est quality at prices you usually 
see on the very “cheap” things. 


(List Items 
With Prices) 


YOUR STORE NAME 














For Thanksgiving 


Everything you need to 
prepare and_ serve that 
Thanksgiving dinner, at 
prices that are bound to save 
you money. Good quality 
merchandise that will give 
long wear and satisfaction 
at 1931 prices—at least 1/3 
less than last year. 


(List Items 
With Prices) 


YOUR STORE NAME 


By Samuel Kalp 


HOW TO USE 


The illustrations, layouts and ads supplied with this service are 
especially planned to help every hardware store make its advertising 
more practical and effective by the liberal: use of human interest illus- 
trations. Copy is always supplied in so far as it is practical for use 
by all of our clients. 


The description and pricing of the items must necessarily be left to 
the individual store in most cases. In writing the descriptions to give 
to your printer with the supplied ad layouts keep in mind that brief, 
to the point descriptions are the most effective. The style, size, col- 
ors, unusual features, or special economies effected by the use of the 
item should be given. If greatly reduced, it is sometimes desirable 
to show former as well as reduced price. If any question arises con- 
cerning the use of these ads, write us. You’ll find us willing to help 
you sell more hardware at all times. 


HOW TO ORDER 


If you have local stereotyping facilities, request the complete sets 
of mats of all the advertising illustrations of these two pages, 
inclosing your check for $1.25.. If you need mounted cuts order them 
by number given under each cut, listing the numbers in a column. 
Figure the charge of 35c. for each cut when less than ten cuts are 
ordered; when ordering ten cuts or more figure the charge at 30c. 
for each cut ordered. Inclose check with order, please—this saves 
bookkeeping for small amounts. Send all orders to 


HARDWARE AGE ADVERTISING SERVICE 
239 W. 39th St. New York City 














Look At These Values! 


Men—here are Hardware values that will set the town 
talking. No wonder thrifty people are flocking to (Store 
Name). Here you find quality merchandise at rock-bottom 
prices. Join the crowd today. 


(List Items 
With Prices) 


YOUR STORE NAME 





















HARDWARE 




















HARDWARE AGE 
ADVERTISING 
SERVICE 
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THANKSGIVING Offers You a Great ~REu 


Opportunity to Promote Housewares and 
Things for the Home 


giving 


anks 
Sale 


From Friday November 00th to November 00th 


Here’s the answer to the public’s demand for lower prices. 
The greatest Sale in our history—all perfect merchandise at 
our regular high standard and all priced at 1/3 to 1/2 less. 
Don’t miss this opportunity to save. 








Carving Sets Table Pads Glass Dish 
$0.00 $0.00 $0.00 


- ia Seas £ Covered—For serv- 
New all stainless Folding—very con ing hot dishes right 


venient — heavily at tabl { 
be e — guaran- 
steel-stag handles padded to protect teed giaseware in 
a wonderful value. your table. Very nickel - plated con- 


special. tainer. 





0010 


ROASTERS 
$0.00 


(List Items an for this sale. Pg Items 
. . elf-basting roasters, a ith Prices) 
With Prices) shapes and sizes—alum- 
inum and enamel ware. 
The greatest values in 
roasters we’ve ever seen. 








Silverware 
$9.00 


Complete service for six—High 
grade silver plate in a new pat- 
tern—6 knives, 6 forks, 6 tea- 
spoons, 6 tablespoons, sugar 
spoon and butter knife. A sen- 
sational value at this low price. 






0011 


YQUR STORE NAME 





















004 


Don’t Puzzle Any Longer 


(Store Name) has every- 
thing you need in the way of 
hardware at prices that are 
bound to save you money. It 
pays to shop here, for things 
cost less and last longer. 


(List Items 
With Prices) 


YOUR STORE NAME 



































Be Wise—Shop At 
STORE NAME 


Here is a store that in- 
sists on auality first. Inferior 
merchandise that will not 
wear well is expensive at any 
price. It pays to buy good 
things —especially at our 
very low prices. 


(List Items 
With Prices) 


YOUR STORE NAME 
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What Happens When Sailor Tells ’em 


(Continued from page 25) 


This means then that every 
deer hunter visits Sailor’s depart- 
ment at least three times during 
those few weeks. If that is true, 
who sells them the ammunition? 
Who sells them guns and other 
hunting equipment, and where do 
they go when they need hunting 
licenses? Your guess is as good 
as mine and mine is accurate! 

In the contest for the largest 
deer, there is no entrance fee, 
nor is it necessary for the com- 
peting hunter to make any pur- 
chases. The hunter may use any 
type or make of gun and ammu- 
nition. Entry tags are furnished 
by Mr. Sailor, without cost or 
obligation. 

Stepping Up Sales to 
Fishermen 


Sailor knows the kind of fish 
in every stream, in every lake, 
and along every shore line .in 
southern California. “Where 
are you going for your fishing?” 
he asks the man who comes in 
after 30 cents worth of bait. “I 
am going to such-and-such a 
lake,” the fellow will say. “What 
is your purpose in fishing,” Sail- 
or will ask, “do you fish for sport 
or do you fish just to get some 
fish?” If the fellow says he 
fishes for sport and for that alone 
Sailor tells him how he can have 
several times as much sport if 
he fishes with a fly rather than 
with bait. If the fellow says he 
fishes merely to get a few fish 
Sailor tells him that he ought to 
make the job a keen sport for 
himself and urges the use of the 
fly. Tf the fellow says he does 
not know how to use the fly, 
Sailor yells at a clerk to take 
charge of the department, grabs 
a reel with a fly and takes the 
customer out behind the store. 
There he gives him lessons until 
he can handle the fly with the 
best of them. 
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“In the last four years,” says 
Mr. Sailor, “I have changed over 
a lot of fishermen from exclusive 
bait fishermen to men who use 
the fly in the lakes and streams 
where it is best. As a man be- 
comes enamored with fly fishing 
he realizes the value of color in 
the flies and never buys fewer 
than an assorted dozen at a time. 
In other words, I have stepped 
the individual purchase up from 
thirty cents to two, dollars and 
three dollars in hundreds and 
hundreds of cases, 

“Now if I was not known in 
Glendale as a hunter and fisher- 
man who covers most of the 
State, and if my name as a con- 
sequence of such'wide travel was 
not constantly in the newspapers, 


I assume the customers would 
not follow my advice so readily 
and change when advisable from 
bait to flies. I shall add to this 
that the motive is not primarily 
a merchandising stunt in any 
wrong sense—it is an act for 
which the fishermen always later 
thanks me. I have sold him more 
merchandise, that is true, but in 
so doing I have given him a new 
interest in life. Every sale in 
this department is a sportsman- 
like sale arid both parties are 
benefited. 

Although Glendale is a sub- 
urban city sitting on the doorstep 
of the metropolis of Los Angeles, 
Sailor has his following in Los 
Angeles as well as at home. He 
likewise draws his clientele from 
Hollywood, Pasadena, and from 
the entire San Francisco Valley. 





Oiling the Wheels of the Toy Dep't. 


(Continued from page 31) 


bring their little boys to the de- 
partment and which is uttered 
when the child intimates he would 
like that sort of plaything. Men 
are more prone to scoff at the 
youngster’s desires than women 
are. 

And for that reason the dolls 
are not given the display that the 
electric trains are, as 4 means of 
drawing attention from one end 
of the department to the other. 
Girls like the activity presented 
by the trains going around their 
oval tracks, as well as the boys 
do, and, while secretly the boys 
like the dolls, they stifle their 
feelings and strive to act disinter- 
ested. 

Thus the arrangements and 
the facilities for discerning the 
location of the various types of 
merchandise, make it possible to 
run the department in the busy 
season with inexperienced help, 
for the goods can and do sell 
themselves, leaving nothing for 


the sales people to do except take 


the order. 

This toy department is an all 
year around feature of the Frant- 
zen Hardware Co., but it is run 
largely on the merchandise left 
over from the previous Christmas 
season, as so many all year round 
toy departments are. Christmas 
selling effort begins, however, in 
October. By that time, the stocks 
are complete, as a rule, and give 
the public a comprehensive pic- 
ture of what will be available. 
The season opens with a big win- 
dow display in which the newest 
designs are shown. The depart- 
ment has been made ready, and 
the visitors may begin their se- 
lecting. To about 2,500 of the 
firm’s best credit customers, goes 
a letter announcing the opening 
and suggesting early selections 
and patronizing the “will call” de- 
partment. To the choicest of these 
customers is the added informa- 
tion that the customer may make 
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her selections now, they to be 
held for later delivery and the 
cost charged to the December ac- 
count to be paid in January. At 
least a 25 per cent deposit is re- 
quired of other customers. So 
successful is the plan that one 
small red wagon was the only 
thing that remained uncalled for 
last year. 


“By starting in October to 
merchandise Christmas toys, we 
get the public to thinking about 
Christmas much earlier than 
usual,” Mrs. Vance explained. 
They have time enough to make 
comparisons of values between 
our merchandise and that of 
stores in other cities. In other 
words we make them “Santa 





Claus-minded” and the thought 
of Christmas shopping keeps re- 
curring and recurring until they 
decide to get it over with, come 
in, make their selections, have 
them held for later delivery and 
go out with sighs of relief— 
which are echoed by us. By De- 
cember 1, our stocks are pretty 
well depleted. 


Generar Marker News 


Favorable Factors 
Stimulate Demand 


New York, Nov. 10.—Sev- 
eral favorable factors have ac- 
celerated the current demand for 
hardware in the leading markets 
of the country. Advancing price 
trends in grain, cotton and oil 
have been a cheering note to the 
trade in the Middle West, South 
and Southwest. In other regions 
a better sentiment prevails as a 
result of some improvement in 
the general business situation. 

The steady increase in the 
number and size of orders being 
received by manufacturers and 
wholesalers indicates growing 
confidence in the outlook. Cold 
weather and holiday lines are in 
better demand. The call for sta- 
ple and shelf hardware has been 
well maintained at recent levels. 
Firearms and ammunition are 
moving briskly despite a short- 
ened open season on some kinds 
of game. 

Prices, in the main, are steady 
and unchanged. Most revisions 
being announced by manufactur- 
ers are in the nature of minor re- 
adjustments, and practically no 
changes of importance have re- 
cently become effective. The 
present stability of the price 
structure adds credence to the 
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OF THE WEEK 


opinion being frequently ex- 
pressed in trade circles that quo- 
tations on the majority of hard- 
ware products have reached rock 
bottom, and that an advancing 
tendency now appears probable. 

Collections are slow in some 
sections, although the credit sit- 
uation, as a whole is considered 
fairly satisfactory in view of gen- 
eral business conditions. 





Iron, Steel and Heavy Hard- 
ware Figures Show Decrease 


A decrease of 27.54 per cent in sales 
of iron, steel and heavy hardware for 
September as compared with Septem- 
ber last year, is reported in the statis- 
tical summary of the American Steel 
Warehouse Association, formerly the 
American Steel and Heavy Hardware 
Association. As compared with August 
an increase of 2.20 per cent is shown. 

Total sales for the first nine months 
of the current year, as compared with 
the corresponding period of 1930, dis- 
close a decrease of 21.21 per cent. 
Outstanding accounts in September, 
1931, as compared with September. 
1930, show a decrease of 17.88 per 
cent, while as compared with the pre- 
ceding month they disclose an increase 
of 0.96 per cent. 

In the sectional sales comparisions, 
the territory embracing Ohio, Indiana, 
Illinois, Michigan and the area west 
of the Mississippi to the Pacific Coast, 
shows the greatest decrease as com- 
pared with the same month of last 
year. The shrinkage was less severe 
in New York, New England and New 


Jersey, while the smallest decline of 
the three sections was reported in Penn- 
sylvania and the States south of the 
Ohio River and east of the Mississippi. 

In contrasting sales according to 
classes of trade, iron, steel, heavy hard- 
ware supplies and automobile acces- 
sories reflect the greatest decrease. 
The decline in iron, steel and heavy 
hardware supplies was less marked, 
while iron and steel sales showed the 
smallest decrease of the three classifica- 
tions mentioned. 





Purchasing Agents Ass’n 
Notes Improved Trade 
Sentiment 


Although the general business situa- 
tion remained unchanged during Oc- 
tober, improved sentiment was noted in 
some regions, with wholesale and re- 
tail lines showing seasonal gains, ac- 
cording to the report recently issued 
by the National Association of Pur- 
chasing Agents. In commenting upon 
commodity prices, the report declared 
that a mixed trend was shown, with 
declines perhaps outnumbering the ad- 
vances. 

Credits and collections were not as 
satisfactory as a month ago, due in 
part to the cumulative effect of bank 
failures, the survey continued. Inven- 
tories were still in the process of re- 
duction. Unemployment was increased 
somewhat through seasonal changes in 
employment, except in the Southwest, 
where improvement was reported due 
to the opening of oil fields and work 
in agricultural lines. In the East, un- 
employment was aggravated by strikes 
in New England. In this section also 
shoe, woolen and cotton textile activity 
was reported curtailed. 
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Basie Business Indicators for Week Ended Oct.24 


As Charted in the Survey of Current Business and Compiled 
by the United States Department of Commerce 


Weekly Average 1923-1925, Inclusive=100 


As contrasted with the charts for the same twenty-one basic indicators which appear below with those for the week previous, 
upward trends are noted in time money rates, call money rates, money in circulation, cotton receipts, wheat receipts and coal produc- 
tion. Practically no fluctuation is reflected in Fisher’s wholesale price index, iron and steel composite price and copper price elec- 
trolytic. The remainder show downward trends. In summing up the movements of the graphs reproduced, 12 indicators show declin- 

ing trends, 6 advancing trends, while 3 remain unchanged. 
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<{By HARDWARE AGE Special Correspondent) 
San Francisco, Nov. 10. 


ITH little or no change in 
trade activity during recent 
weeks, the first real rainfall 


of the season has tended to brighten 
the trade picture in this section. The 
farmers, orchardists and stockmen re- 
port that it was exactly the kind of 
rain needed, coming much earlier than 
last year, indicating bounteous quan- 
tities of moisture during the coming 
winter. This is encouraging as Cali- 
fornia has suffered from several dry 
winters. 


WHOLESALE TRADE 


During the first nine months of the 
year, total wholesale sales in the 
Twelfth Federal Reserve District were 
19 per cent smaller than in the cor- 
responding period last year. During 
the first half of October, however, 
business in general showed a slight im- 
provement in the San Francisco Bay 
area. Hardware jobbers report that 
business has been moving along on 
practically the same level for several 
months, with little seasonal pick-up yet 


KANSAS CITY 


(Kansas City office of HARDWARE AGE) 
Kansas Crrty, Nov. 10. 


, BOUT the best thing to report 
in the hardware situation is 
the advance in the price of 

wheat. This section’s prosperity fol- 
lows the grain market and while corn 
is important wheat represents the trad- 
ing strength of Kansas, much of Okla- 
homa and the Texas Panhandle. 

Choice fat cattle have advanced 
about a dollar in the last 30 days to 
a top of $10.65 for the best grade. 
Hogs are a little lower. 

The stimulation in the price of wheat 
and fat cattle is having its effect in the 
general hardware situation. It is re- 
flected in better collections and in some 
degree in the buying of goods. 


GAS AIDS BUSINESS 


Another good feature of trade from 
the standpoint of jobbers and retailers 
is the healthy demand for gas ranges 
and heaters. Natural gas develop- 
ment is spreading rapidly over the 
Middle West and many of the hard- 
ware merchants seem to be getting 
their share of the new business thus 
created. 
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SAN FRANCISCO 


noticeable. Neither do they anticipate 
any marked gains during the rest of 
the year. 

Sales of hardware wholesalers for 
September, 1931, as compared with 
August, 1931, show an improvement 
of 3.4 per cent, but September, 1931, 
compared with September, 1930, dis- 
closes a decrease of 29.8 per cent. 
For the period from Jan. 1 to Sept. 
30, 1931, compared with the period 
from Jan. 1 to September 30, 1930, 
there was a decrease of 24.2 per cent. 


PRICE TRENDS 


The price trend has been downward 
but few changes have been reported 
during recent weeks. The special 
price on nails made several weeks ago 
to meet foreign competition still re- 
mains in force as follows: Special 
nails, common 4 to 60d; smooth box 
4 to 20d; finish 6 and 8d; base per 
keg 

San Francisco Los Angeles 

$2.55 $2.45 

Generally speaking the price of hard- 
ware commodities as a whole is 15 per 
cent below a year ago. 





Ammunition has had a rather good 
run especially in the northern part of 
the territory. 


FARM SUPPLIES 


Farm supplies which have been ac- 
tive, especially shoveling boards, 
wagon boxes, slat corn cribs, etc., have 
simmered down to a fill-in business. 
But plow shares are still active as fall 
plowing is going on and the mild 
weather has had a tendency to keep 
farmers at their plowing. 


RADIO SALES GAIN 


Wholesale houses report a good 
business in radio, some stating that 
the radio business is now about 20 
per cent ahead of the volume at this 
time last year, with demand about 
equal between the console and mantled 
type sets. 


SPORTING GOODS 


Fall and winter sporting goods are 
up to the usual standard. One whole- 
sale house reports that it has just 
closed the best season it has ever en- 
joyed in golf equipment and _ states 
that the business resulting from the 





Recent Rains Brighten Outlook 
Sporting Goods Show Activity 


SPORTING GOODS ACTIVE 


About the only line that has shown 
much activity during recent weeks is 
sporting goods. Jobbers and dealers 
attribute this to the fact that many 
people are unemployed, giving them 
more time for hunting, fishing and 
outdoor sports. The shorter duck sea- 
son this year is expected to cut sales 
of ammunition, but some dealers and 
jobbers believe this will be counter- 
acted to a large extent by the fact that 
there are a great many more people 
with leisure time for hunting this year 
than in more prosperous periods. 
Sporting goods in general have sold 
well recently with fishing tackle lead- 
ing the field. 


OTHER ACTIVE LINES 


There has been some activity, too, 
in housewares, some of the jobbers fea- 
turing this line in an attempt to make 
up recession in staple hardware items. 
In general, the trend seems to be for 
the hardware jobbers and retailer to 
handle larger units such as refrigera- 
tors, washing machines and the like. 


Wheat Advance Cheers Trade 
Radio . 


Demand Shows Gain 

football season is up to average years. 
Basketball is in the immediate offing 
and judging by the activity of football 
equipment a good business in basket- 
ball goods is only a reasonable expec- 


tation. 
PRICE TRENDS 


Thtre is a tendency among both 
wholesalers and retailers to be all 
cleaned up by the first of the year 
when strengthening in price is ex- 


pected. While prices have continued 
to fall during the last two weeks on 
some items, dealers believe that in 


many lines prices have hit the low 
mark. Cutlery and builders’ hardware 
have fallen no lower but so far have 
shown no advance. Some attempt is 
being made to stiffen the price on 
nails and wire. The most notable de- 
creases have been noticed in cotton 
goods, and of course no pick up can 
be expected until something happens 
to raise the price of cotton. Sash cord 
is experiencing its lowest prices in 
several years. It has fallen off 10 cents 
a pound in the last three months. 
Bolts, it is believed, have reached the 
bottom, and will begin to rise in the 
near future. 
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PITTSBURGH 


(Pittsburgh office of HARDWARE AGE) 
PittsspurcH. Nov. 10. 


USINESS has improved some- 
B what since the first of the 

month, with movement of fire- 
arms and ammunition still heavy, and 
with cold weather items showing more 
life than at any time thus far in the 
season. However, this business still has 
room for considerable gain, as retailers 
are buying in small lots and total vol- 
ume compares unfavorably with the 
large number of orders which are 
received. 


PRICE REVISIONS 


The $2.25 a keg price on wire nails 
is now being generally quoted by job- 
bers, and new schedules on barbed 
wire and fencing wire have been issued. 
Two-point special barbed wire in 80- 
rod spools is quoted at $1.94 a spool, 
two-point cattle at $2.38, and four-point 
cattle at $2.52. Annealed fence wire, 
No. 9 gage, is quoted at $2.70 a hun- 
dred pounds, and galvanized wire at 
$3.15 a hundred pounds. New quota- 
tions have been issued on the New 


TWIN CITIES 


(Minneapolis office of HARDWARE AGE) 
MINNEAPOLIS, Nov. 10. 

NCOURAGING news for the 

farmers in the Northwest 

tributary to the Twin Cities 
came with the advance of wheat and 
grain prices recently. It is esti- 
mated that the buying power in the 
Northwest has been enhanced many 
millions of dollars during the past 
ten days. It is further believed that 
prices of livestock will likewise soon 
show a stronger trend. With excel- 
lent soil conditions over all of this 
territory, making an excellent foun- 
dation for the winter wheat and rye 
crops, and assuring better conditions 
for the spring crops of next year, 
the territory tributary to the Twin 
Cities is beginning to react in a more 
normal manner. 


CURRENT CONDITIONS 


Stocks in all lines, including hard- 
ware, are at a low point. 
true in the majority of retail stores, 
and is equally true in many of the 
wholesale establishments. With a 
flow of orders, this will back up the 
demand to the manufacturers. 
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This is. 


Easy bolt clippers, with No. 0 now 
quoted at $2.67 a pair, No. 1 at $3.33, 
No. 2 at $4.67, and No. 3 at $6. 


Radio tubes are lower, with some of 
the important types now quoted by job- 
bers as follows: No. 171A, 90c. each; 
No. 201A, 75c. each; No. 226, 80c.; 
No. 227, $1; No. 245, $1.10, and No. 
247, $1.55 each. Next season’s prices 
on the Reach line of baseball goods has 
been issued, the only important change 
being a reduction in the No. 0 League 
ball, which is now quoted at $14 a doz. 
Next season’s prices on insecticides are 
also being prepared by jobbers and 
will be issued in a short time. 

Quotations on bolts and nuts are still 
weak, but jobbers continue to quote 
discounts of 70 and 10 per cent off 
list. Ammunition prices have shown 
considerable strength in the last few 
weeks. Quotations on painting ingre- 
dients are unchanged. 


SEPTEMBER TRADE 


Aggregate business of hardware re- 
tailers and wholesalers in the Pitts- 





If buying depends upon a rising 
market, it would seem that the time 
is ripe for this movement. Prices in 
general show a steadiness, without 
any tendency toward lower levels. 

Taken on a tonnage basis, totals 
compare favorably with those of a 
year ago, but because of’ the declines 
in prices the dollar totals are lower. 

With anything like encouragement, 
the remaining weeks of the year may 
show some very good gains in winter 
and holiday merchandise. It may 
be that Christmas shopping will be 
packed into a shorter period of time, 
but if the reaction is similar to other 
years, there will be the usual last 
rush to secure presents, as has been 
experienced during the last few years. 


ELECTRICAL GOODS 


Electrical merchandise is showing 
some acceleration. Light globes are 
more in demand with the shorter 
daylight hours, and electric heaters 
are beginning to sell more freely. 
Flash lights and batteries are im- 
proving also. Radio sales are show- 
ing an upward movement, with the 





Slight Improvement Being Noted; 
Several Price Revisions Are Effective 


burgh district is still running consider- 
ably behind last year, according to the 
figures for September collected by the 
Bureau of Business Research of the 
University of Pittsburgh, and published 
in the Pittsburgh Business Review. 
The eleven hardware retailers report- 
ing for that month show a decline of 
23.3 per cent in sales as compared to 
September, 1930, but the falling off 
from August was only 0.2 per cent. In 
the first nine months of 1931 net sales 
of these stores declined 19.7 per cent 
from the corresponding period of last 
year. Ten hardware wholesalers re- 
ported net sales in September as being 
33.3 per cent under the corresponding 
month of 1930, but reported a gain of 
6.9 per cent over August in 1931. In 
the first nine months their sales de- 
clined 24.4 per cent from 1930. 


CREDIT SITUATION 


Collections show little change, but 
the promise of early liquidation by 
banks which have closed recently is a 
favorable. factor. 


Grain Advances Create Optimism; 
General Outlook Appears Brighter 


smaller sets the general favorite, al- 
though there is an undercurrent of 
call for the cabinet type. Car radios 
are being more generally accepted. 


AUTO SUPPLIES 


Winter auto supplies are selling 
more freely with the approach of 
colder weather. Radiator anti-freeze 
compounds and denatured alcohol 
are showing improvement, as well 
as the call for the winter lubrication 
products. Heaters for cars, both hot 
air and hot water, are being stressed 
by the dealers, at much lower price 
levels than last year. 


THANKSGIVING GOODS 


Thanksgiving merchandise is mak- 
ing its appearance in the retail store 
displays. The amount of business 
in this line is somewhat prob- 
lematical, but retailers are hopeful 
of the results. Orders have been 
placed and much of the merchandise 
shipped to retailers, although the 
buying is being done with caution 
and with the intention of reordering 
if conditions warrant. 
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DUCK SEASON SHORTER BUT FATTER 


URTAILMENT of the duck season will undoubtedly mean that fewer 

ducks will be shot this year than usual. That may be a good thing 

for all of us in the long run. But it doesn’t mean that the sale of shells 
to duck shooters will be proportionally reduced. 


Shooters will use more shells per day. They will start earlier and stay 
later. They'll waste more shells on birds that are out of range. They'll 
be more insistent upon having shells that will give them the longest 
possible range. 


That means that Kleanbore Nitro Express Long Range Loads will be 
more in demand than ever. They’ll want these green shells that are 
known to nail ’em at 60, 70, and 
80 yards, and even at greater 
distances. Remington advertising 
has stamped this thought in their 
minds, and experience has con- 
firmed it. 














Don’t ease up your selling 
efforts because of the shorter 
duck season. Make a special Fn sna 
drive on Kleanbore Nitro Express 
Loads, using the argument that 
with fewer days to shoot it’s 
more important than ever 
to make every shot count. 





Your jobber will ship 
fill-in orders promptly for 
Kleanbore Nitro Express W/L 
Loads in the green boxes. we 
Don’t submit to substitu- 


President 


Cd 
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The Greatest Value Ever Offered, The Remington Standard American Dollar Pocket Knife. 


REMINGTON ARMS COMPANY, Inc. 
Originators of Kleanbore Ammunition 
25 Broadway, New York City Telephone, Digby 4-2300 
Manufacturers of Arms, Ammunition and Cutlery 
@ 1931 R. A. Co. 








NOVEMBER 12, 1931 49 


CLEVELAND 


(Cleveland office of HARDWARE AGE) 
CLEVELAND, Nov. 10. 


ARDWARE trade during the 
jay early part of November has 

shown little change in volume 
from October. However, a more opti- 
mistic feeling prevails. October busi- 
ness with jobbers was around 15 per 
cent below the same month last year. 
The mild weather so far this month has 
tended to restrict activity in some sea- 
sonal lines. Staple merchandise as a 
rule is moving better than other goods. 


HOLIDAY LINES 


A little activity is developing in some 
lines of holiday merchandise. Silver- 
ware and carving sets are beginning to 
show some life. Alarm and electric 
clocks have been in fair demand for 
some time. Jobbers are shipping out 
electrical decorations for Christmas 
trees, orders for which were taken 
some time ago but sales were rather 
light. Toys are moving fairly well. 
Little if any holiday demand has de- 


NEW YORK 


New York, Nov. 10. 


USINESS with _ metropolitan 
B wholesalers of hardware and 

kindred lines is currently re- 
flecting moderate improvement. The 
betterment is largely attributed to an 
increased demand for holiday lines, al- 
though sales have not shown the expan- 
sion customary at this period of the 
year. A fairly active demand prevails 
in most Christmas lines, although or- 
ders are small and indicate that most 
retailers are continuing to adhere to a 
very conservative buying policy. Orders 
for roasters, carving sets, etc., denote 
that many dealers are anticipating an 
active demand for kitchen equipment 
used in preparing the Thanksgiving re- 
past. Some cold weather lines are mov- 
ing in fair volume but the call for the 
majority of winter items has been 
rather light due to the mild season. 


PRICE NOTES 


The dealer discount from list prices 
on Lionel electric trains applying to 
net purchases of less than $50 are 
33 1/3 per cent, while 33 1/3-71% is 
allowed on net purchases of $50 or 
more. 

A new Moore’s ash can truck, desig- 
nated as No. 50, similar to the No. 100 
truck made by this manufacturer ex- 
cept that a sliding wire hook holds the 
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veloped for the higher priced merchan- 
dise such as electric household appli- 
ances and jobbers do not expect these 
items to become very active before De- 
cember. Orders for skates have im- 
proved and a fair volume of business is 
being taken in sleds. Some velocipedes 
are also being sold for the holidays. 
Roadsters have been moving quite well 
recently as compared with most other 
lines. 


HUNTING SUPPLIES 


Ammunition continues in good de- 
mand and as the rabbit hunting season 
in Ohio opens Nov. 15, this activity is 
expected to be maintained for several 
weeks. There is still considerable com- 
plaint about price irregularities on am- 
munition. Inexpensive guns are in fair 
demand but little business is being 
taken in high priced guns. 


PRICE CHANGES 


Very few price changes have been 
announced recently and the feeling has 





can, is being offered by local jobbers. 
The new No. 50 is quoted at $12 per 
dozen. 

Brass plated curtain rod in the 34- 
inch size is an active item. A price of 
$2.40 per hundred feet prevails on less 
than case lots and $2.20 per hundred 
feet in full case lots. 

Oil heater wicks are quoted as fol- 
lows: Perfection, $3.15 per doz.; Nesco 
No. 348, $3.15 per doz., and Nesco 
Giant, $6 per doz. 

Glass substitute in rolls 36 inches 
wide is priced at 10%c. per sq. ft. 

Several attractive pen knife assort- 
ments are being offered at prices rang- 
ing from $2 to $6 per doz. net. 

A special offer on an assortment of 
the most popular types of Eagle Grip 
Cap oil cans at a price of $16 for the 
assortment is finding favor with dealers. 

The following prices prevail on 
Christmas tree stands and tree holders: 
Christmas tree holders—Gem, $2.85 
doz. net; Danner, $9 doz. net; Crown 
2-inch, $8 doz. net; Crown 3-inch, 
$13.35 doz. net; U. S. A. tree stands, 
$2.65 each net; Presto No. 74, $2 each 


net. 


BUILDING CONTRACTS GAIN 


With building contracts showing a 
gain as compared with a year ago, a 
somewhat improved demand has devel- 


Mild Weather Restricts Activity; 
1932 Binder Twine Drops Sharply 


become more prevalent that further re- 
ductions will be few in number. The 
price on binder twine for next year has 
been announced and on first quality 
twine is $1.25 per bale lower than last 
year and the lowest price in 21 years. 
The new price is $3.7334 Cleveland 
for 50-lb. bale. Prices on bolts and 
nuts appear to be fairly well stabilized 
at 73 and 10 per cent for most orders. 
Collections are still bad. These have 
been made worse in some towns be- 
cause of local bank suspensions that 
have tied up the funds of retailers. 


INDUSTRIAL OUTLOOK 


General industrial conditions show a 
slight uptrend due to release of orders 
for parts, by some of the automobile 
manufacturers to stamping and other 
metal-working plants in this territory. 
The automotive industry will step up 
to moderate production schedules in 
the next few weeks and this will afford 
some relief to the local unemployment 
situation. 


Business Makes Moderate Gain; 
Holiday Goods Are Fairly Active 


oped for tools, construction supplies 
and builders’ hardware. The call for 
household tools has been further stim- 
ulated by home repair activities in 
preparation for the winter months. 

According to the F. W. Dodge Cor- 
poration, construction contract totals 
in the metropolitan New York area 
amounted to $58,823,500 during the 
first three weeks of October. Of this 
amount $36,856,000 was involved in 
non-residential, building, and is to a 
large measure represented by contracts 
for Radio City which were let during 
the period specified. Residential build- 
ing formed $15,078,000 of the total, 
and public works and utilities amount 
to $6,888,600. 

This three weeks record compares 
with a prorated total for the similar 
eighteen working days of October, 
1930, amounting to $55,420,200. 


SEPT. WHOLESALE SALES 


In reporting wholesale trade for the 
month of September. the Monthly Re- 
view of Business Conditions just issued 
by the New York Federal Reserve 
Bank says that large declines from a 
year ago continue to be reported in 
the sales of hardware and several other 
lines. As compared with the preceding 
month, however, sales of hardware 
showed an increase of 3.6 per cent. 
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BOSTON 


(Boston office of HARDWARE AGE) 
Boston, Nov. 10. 


O far this month there has been 
S a very gradual increase in the 

volume of wholesale sales. From 
day to day the betterment is hardly 
perceptible, but when a comparison of 
bookings today and on Nov. 2 is made, 
the difference is quite noticeable. The 
character of buying has not changed, 
however, still reflecting as it does con- 
servatism in the highest terms. The 
average retailer is buying a little more 
often than he did a month ago, and 
his field of purchases is broadening 
somewhat. 


RECOVERY SLOW 


The recovery in business is ad- 
mittedly slow, however, and one gets 
the impression, in talking with whole- 
sale executives, that it will continue 
to be slow. All thoughts of Novem- 
ber and December wholesale sales 
being as large as those in the corre- 
sponding months of 1929 and earlier 
years were dissipated a long time ago. 
Most everybody feels they will be satis- 
fied if sales volume tops that of last 
year. It cannot be expected that 1931 
dollar volume will be as large as 1930, 
because of the disparity of values now 
and then. 


OUTLOOK BRIGHTER 


The outlook is steadily growing 
brighter. Thrifty New Englanders, 
having more confidence that they are 
not to lose their jobs, are spending 
more money than they were a month 
or two ago. In this connection, depart- 
ment stores report that many people, 


Wholesale Sales Improving; 
Prospects Grow Brighter 


taking advantage of existing values, 
are doing a lot of Christmas shopping 
right now. If that is true, it is up to 
the hardware retailer to secure his 
share of Christmas trade now. In ad- 
dition to the freer spending, it may 
also be stated that despite labor 
troubles at certain mill centers and in 
Boston, there is a steady decrease in 
unemployment. 


GOOD SIGNS ABUNDANT 


Signs of business improvement are 
growing more abundant. The opening 
of the season on migratory birds has 
served to help the manufacturers of 
guns, amunition and kindred articles. 

The Bryant Electric Co. of Bridge- 
port, Conn., owned by the Westing- 
house interests, has increased working 
hours in various departments, operat- 
ing some overtime in order to keep up 
with trade requirements. 

Between 400 and 500 additional 
hands have been taken on at a worsted 
goods manufacturing plant near Provi- 
dence, R. I. Several other New En- 
gland mill properties, idle for some 
time, have been purchased with a view 
to starting operations within the near 
future. Ship repair and building work 
in and near Boston is exceptionally 
active. Metal working shops in gen- 
eral are busier than they were, and 
small metal working tools are selling 
quite well, all things considered. 

The shoe manufacturing industry is 
beginning to see better business just 
ahead of them. All of these good signs 
means that more people are being em- 
ployed. 





CHICAGO 


Outlook Assumes Brighter Aspect; 
Higher Price Trend Appears Likely 


(Chicago office of HARDWARE AGE) 
Cuicaco, Nov. 10. 


HE swing of sentiment through- 
out Chicago’s distribution area 
during the past two weeks has 
been sharply favorable. Confidence in 
the better turn of affairs and in the 
better outlook has been noticeably 
gaining each day. The effects of the 
strong recovery of values in wheat and 
the improvement in cotton and oil are 
nowhere more quickly or more striking- 
ly manifest than in our midwest and 
southwest districts. 
The reaction from several months of 
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gloom is showing itself in almost a 
spirit of jubilation. The growth of 
optimism is equally evident, though 
more quietly expressed, in the highest 
circles of business leadership. The 
three things we have most needed are 
apparently well on the way: a market 
for our surpluses, relief for our ha- 
rassed banks, and, springing from these, 
a reviving public confidence. 


PLANNING ADVOCATED 


It is not too early for serious plan- 
ning for days of better business and 
higher prices. 


The undue mark-down 











World’s 
Greatest Combination 
of Protective Features 


Secret 
_— 
AYN AY CRS 


BRASS CYLINDER 
PIN TUMBLER 


Laminated Steel Padlock 


| 
b/ 


Net for Pack of Six 


Retails for only $122 
Your Jobber has them—ORDER NOW! 
MASTER LOCK CO., Milwaukee 


World’s Largest Padlock Manufacturers 


Mialsiteerr 


YAKCIIOIGS 


P The only Genuine laminated 
case it’s Patented *> 
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KE KEES det 


PROFIT MAKING 








HARDWARE SPECIALTIES 


LACE-ON 
Skates Bring 
New Source 
of Profit 






Lace-On Skates are 
adapted to both low and high 


Kees 


shoes. They do away with the 
necessity for shoe combinations, 
eliminate changing shoes out in 
the cold and worry about a 
place to park shoes while skat- 
ing. Each length fits all widths. 
Write today for prices and full 
details. 


F. D. KEES MFC. CO. 


BEATRICE, NEBRASKA 

















money 
in 
toys ? 


Certainly. And not 
only at Christmas 
either. 


Read the stories of suc- 
cess in HARDWARE 
AGE. You'll also find 
the manufacturers 
ready to help you suc- 
ceed. Read their ad- 
vertisements. 


HARDWARE 
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of values on many staple lines is gen- 
erally known to have carried their 
prices below cost of production. Buyers 
recognize that opportunities now exist 
for purchasing some kinds of goods at 
costs which will probably not be dupli- 
cated in our generation. In a few 
cases the bottom of the market seems 
to have already passed, and today’s 
buyers must actually pay an advance. 
Manufacturers report a substantial gain 
in orders and inquiries for first quarter 
1932 requirements, not only from 
wholesalers, but more especially from 
the purchasing agents of leading in- 
dustrial companies. When such moves 
become sufficiently prevalent, the effect 
upon pricing, production and confi- 
dence will be as cumulative as a rolling 
snowball. 


MARKET NEWS NOTE 


There is a growing feeling that prices 
on bolts and nuts cannot long continue 
at their present extremely cut levels. 

Jobbers are hoping that recent 
changes in factory ownership, which 
place all the ammunition business in 
the control of a very few producers, 
may lead to relief next season from the 
intolerable cut-price situation of the 
recent past. 

Dealers are more actively preparing 
for holiday trade and are now buying 
quite freely sleds, velocipedes, chil- 





dren’s automobiles and wagons. Many 
stores are also calling in ice skates, 
to be prepared for the first cold snap. 

Toy orders are coming in slowly, 
but several very large ones have been 
placed within the last few days, and 
an increasing number of near-by deal- 
ers are coming in to pick out their 
toys from samples. 

Radio sales have shown material im- 
provement in the past thirty days; the 
table or midget models still predomi- 
nate, although the larger console 
models are rapidly returning to favor. 
Prices are steady, being lower for high 
quality receivers than ever before. 
Distress merchandise that featured last 
year’s radio market is gone. Produc- 
tion in practically all plants is being 
gauged by demand. The volume of 
sales continues ahead of previous 
years, but dollar sales are held down 
because of the dominating volume of 
the lower-priced midgets. 

The manufacturers of bolt clippers 
have just reduced prices about 10 per 
cent, to reflect the savings in their 
costs of raw materials. Cast cement 
tools have also declined slightly. In 
other directions the general market on 
tools seems firm. 

Wholesalers here have issued recent 
new prices on some cotton wrapping 
twines, with a decline of about one cent 
per pound. 





Home-Modernizing Suggested 
as Means for Relieving 
Unemployment 

(From Our Washington Bureau ) 

The President’s Organization on Un- 
employment Relief has recommended 
to communities the development of 
home-modernizing campaigns with a 
fall and winter impetus as a means to 
stimulate employment and business. 

“The promotion of campaigns to in- 
crease home improvement and repair 
is a logical community activity to in- 
crease employment,” said Fred C. 
Croxton, assistant director to the Presi- 
dent’s organization. 

The organization’s recommendation 
is contained in a special bulletin which 
has been sent to community service, 
welfare and business groups through- 
out the country. Calling attention to 
the potential effectiveness of the cam- 
paign, it offers suggestions for organ- 
izing them and sets forth several illus- 
trations of such community effort. The 
title of the bulletin is “Community 
Home Modernizing Campaigns to Stim- 
ulate Employment and_ Business.” 
Copies may be obtained without charge 
from the President’s Organization on 
Unemployment Relief, 1734 New York 
Avenue, N.W., Washington. 


Chain Store Systems Attack 
North Carolina Tax Law 
(From Our Washington Bureau ) 

The chain store tax in North Caro- 
lina was attacked by John W. Davis, 
attorney for the Atlantic & Pacific Co. 
and other stores, and was defended by 
Attorney General Brummit of that state 
in recent arguments before the Su- 
preme Court. The case has created a 
great deal of ifiterest. 

Mr. Davis declared that the Supreme 
Court’s decision of 5-to4 upholding the 
Indiana tax on chain stores does not 
apply to the North Carolina tax, which 
was declared to be unlawful discrimi- 
nation. Supporting his contention that 
the Indiana chain store tax decision 
did not apply, Mr. Davis said the tax 
in that state was imposed on all stores 
and increased with the number oper- 
ated, while in North Carolina operators 
of one chain store were exempt and 
those operating two or more stores 
were subjected to a tax of $50 each. 
He sought to have the tax declared 
invalid. 

Attorney General Brummit said that 
the North Carolina tax was a privilege 
tax and that the Supreme Court of 
the state had properly held it was valid 
because it was based upon a classifica- 
tion of a distinct type of business. 
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VERY household needs at 
least two roasters. Sell 
them in pairs for double 
profits, or sell an additional 
roaster to the housewife who al- 
ready has one. Roasts can be 
made so much more easily—and 
so much better—if the roaster is 
the right size for the roast. 

Cooking a three-pound rolled 
roast in a Thanksgiving roaster 
wastes fuel, dries out the roast 
and makes a big cleaning job. 
Remind your customers of that 
and you will find it easy to sell 
them one of those handy round 
roasters. 

On the other hand, trying to 
crowd a gobbler’s legs into a 
chicken roaster is likely to re- 
sult in Hubbie being sent around 
the neighborhood to borrow a 
turkey-sized utensil. With large 
size roasters as reasonably priced 
as they are, every housewife 
should own one for special oc- 
casions. 

In between times the roaster 
will pay its way by serving as a 
mighty handy bread or cake box. 

Pointing out the usefulness of 
a large roaster for baking fruits 
or vegetables in the oven, or for 
cold pack canning, will also help 
ring the cash register for sales 
when the customer is “on the 
fence.” 

Replacement roasters are an- 
other source of profits. There 
are hundreds of antique utensils 
in your territory that are so bad- 
ly banged or rusted that they 
ought to have been replaced long 
ago. 
Another way of getting extra 
sales is by pushing the new 
super-thick aluminum utensils 
for use on top of the stove. You 
can show how these will soon pay 
for themselves in fuel saving, as 
most of them take about half as 
much gas as oven roasting. 

Display your wares if you 
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| Sell Two Roasters at a Time 


would sell them. Pull the house- 
wives into your store with a well 
trimmed window, and then focus 
their interest when they get in- 
side with a well-planned store 
display. 

Your roaster window should 
include other ovenware, too— 
cake pans, pie plates, drip pans 
and the like. 

A couple of pumpkin pies, a 
pumpkin or squash, some apples 
and a background of autumn 
foliage or an armful of corn- 
stalks will give you a setting that 
will draw the attention of every 
passerby. 

Foodstuffs are especially ef- 
fective because they add that lit- 
tle touch of the unexpected in a 
hardware store window which al- 
ways catches the eye. 





Argentine Advances Import 
Duties on Sporting Goods, 
Firearms, Ete. 


(From Our Washington Bureau) 

Recent Argentine decrees increase 
import duties greatly. Among  prod- 
ucts affected the most extensively are 
athletic and sporting goods and _ fire- 
The new de- 
crees are especially sweeping as they 
relate to athletic and sporting goods 
items in the firearms list. 


arms and accessories. 


and some 
This is due to the fact that new and 
higher valuations have been fixed for 
the purpose of assessing duties, and 
the duties themselves have been raised. 
The effect, consequently, is a double 
increase in duties. Generally, the pre- 
vious duty on athletic and sporting 
goods was 32 per cent. It now be- 
comes 42 per cent on top of the higher 
valuations. On firearms the old duty 
generally was 57 per cent. It now be- 
comes 67 per cent, with some items 
given new and higher valuation. The 
decrees were declared to be of an 
emergency character, proposed to con- 
tinue in effect for one year. They went 
into effect Oct. 9. 

Exports of firearms from the United 
States to Argentine represent a siza- 
ble volume, while exports of athletic 
and sporting goods also are consider- 
able, though not so large as the for- 
mer. 





This ENp 
is RED 











What Color 
Makes 
A Bull Mad? 


Yes, your first guess is right. Red is an 
easy color to remember. It’s easy to recog- 
nize. You don’t need to be a bull fighter 
to know that red means action. Well that’s 
why we selected Red as our trade mark 
color for Simonds Hack Saw Blades. They’re 
tougher, stronger and better. You know 
them by their bull fighting color—Red. 
The Red End is the tungsten steel blade 
and the Red Back Edge, RED STREAK, is 
the full high speed steel blade that cuts ten 
times more than any carbon blade. 


Tell your customers and you sell them. 











SAW 


and 


STEEL 
CO. 


“The Saw Makers” 
Established 1832 
Fitchburg, Mass. 


Chicago, Ill. 
Boston, Mass. 
Detroit, Mich. 

New York City 
New Orleans, La. 
Memphis, Tenn. 
Portland, Ore. 

San Francisco, Cal 
Los Angeles, Cal. 
Seattle, Wash. 





53 






54 





LANTERNS 


LANTERNS 
UNEQUALED FOR 
LIGHTING POWER 


Customers purchase highly scientific 
Dietz Lanterns with no doubt about 
performance. 


They know without trial or question 
that Dietz Lanterns will give them ex- 
actly what they are paying for— 
LIGHT IN FULLEST VOLUME 
—plus satisfactory service even in the 
worst of weather. 


Many of your customers need new 
Lanterns at this time of the year. Re- 
mind them! Let them see Dietz Lan- 
terns on display when they enter or 
pass your store! 


R. E. DIETZ COMPANY 
NEW YORK 


Largest Makers of Lanterns in the World— 

Founded 1840. Output Distributed Through 

the Jobbing Trade Only. We Do Not Sell 
Mail Order Houses and Chain Stores. 






DIETZ 





Toy Garage 
This No. 66 toy 
garage has bright 
red roof and 
green body 
trimmed in black. 
It will allow park- 
ing for three or 
four fair sized 
pulltoys. It meas- 
ures 12 x 12 x 
10% in. Each 
garage is individu- 








ally packed, one to a carton. Shipping weight per dozen is 
about 50 lb. The Pressed Metal Products Co., 6925 Colfax 


Road, Cleveland, Ohio, is the maker. 
is $1.00. 








iz 


Suggested retail price 


Hotpoint Hostess 
Automatic 
Electric Range 
No. RA69 


The advanced 1932 
model Hotpoint 
Hostess __ electric 
range No. RA69 
combines modern 
color and_ design. 
Although of massive 
appearance, it has a 
graceful contour. 
One model is finished 
in Cairo cream and 
cascade green. An- 
other number is of- 
fered in gleaming 


white and silver gray finish. Warming compartment, utility 
drawer and two appliance outlets are a few of the features 
of this range. The Edison General Electric Appliance Co., 
Inc., 5600 W. Taylor St., Chicago, IIl., is the maker. 





RIP Master Rainmaker 


The RIP sprinkler is offered in spike, 





double connection or golf course, ahd stand- 
pipe: types. The golf course type shown 
has only one moving part and non-friction 
graphite bearings. It will not clog nor 
corrode and will run on low water pres- 
sure, says the maker, The R. I. P. Co., 837 
Florida Ave., Jacksonville, Fla. The maker 
states that when the RIP is choked with 
sand it will clean itself out. There are no 
pin holes to choke up and stop the action. 
Standpipe type is for irrigation, large lawns, 
nurseries and golf courses. It is the standard 


| RIP sprinkler fitted with pipe-thread con- 


| each side of the sprinkler. 


nection for attaching to permanent stand- 
pipes. The double connection type for golf 
course use enables user to run series of the 
sprinklers from one or two faucets. Hose 
may be split in 25-ft. lengths and attached 
Dealer cost is 
$8.00 per doz. for spike and pipe models, 
and $9.00 per doz. for golf model. Stand- 


pipe and spike models list at $1.00 each, while the double- 


| connection model lists at $1.25 each. 
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HEN the screw driver gives 
it the final turn the screw is 
driven home to stay home — that 
is, if it is an American Screw. 


The clean cutting threads of Ameri- 
can Screws take a permanent hold. 
The sharp gimlet points make 
good starting points; and the slots 
stand the strain of the final twist. 


Your customers can do any job 
better with American Screws 


TIRE STOVE MACHINE 
BOLTS BOLTS SCREWS 


AMERICAN SCREW COQ 


PROVIDENCE,R.I..U.S.A. 


WESTERN DEPOT,225 WEST RANDOLPH SL,CHICAGO, ILL. 











Put It Together With Screws 





late 
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GRIFFIN HINGES 








No. 220 Size of Butt — 33g x 34g In. 


N lovely homes 


Where details mean so much 


GRIFFIN 


; Se 


@ feiss 





are found--because they com- 
bine sturdy, practical quality 
with precise uniformity and 


superior finish. 


(GRIFFIN 


nufacturing Company 


ERIE, PENNSYLVANIA 





Branch Offices:- 


NEW YORK: 45 Warren Sr, BOSTON: 113 PurRCHASE Ss, 
CHICAGO: 162 N. CuiNToN Sr. SAN FRANCISCO: 703 Market Sr, 
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Your store is not a 
museum— 


Why make a “collection” of slow 
moving garage door hardware? 


The complete ALLITH line will enable you to 
take care of every prospect in your trading terri- 
tory. No need to clutter up your shelves with 
slow moving stocks. Concentrate on ALLITH. 
Keep a line of representative models on hand. 
You can depend on “ALLITH Quick Service’’* 
for unusual requirements—airdromes, firehouses 
and the like. 


Choosing the right set-up for any particular job 
is no task at all with the big ALLITH catalog. 
Simply written, fully illustrated, it is your best 
guide and reference for all garage door hardware. 
Start the ALLITH plan today. Write for our 
catalog (it’s yours for the asking) and keep it 
handy for quick reference. 


*Orders received at the ALLITH plant are frequently 
shipped the same day. Complete stocks, trained order 


clerks, excellent shipping facilities, and an earnest desire 
to serve our dealers, results in an unusually speedy and 
reliable shipping service. 


No. 27 for straight 
sliding door hang- 
ers; keeps doors 
weather-tight and 
heat - retaining. 
Can’t jump the 
track; easily lubri- 
cated; quickly in- 
stalled; steel 
frame; no side fric- 
tion. Quick hori- 
zontal and vertical 
adjustments. Fur- 
nished in two sizes. 
Capacity, 2000 Ib. 
door, 13% inches to 
3 inches thick. 


Allith-Prouty Company 


Danville Illinois 


Allith 











Columbia Home 
Dry Cleaner 


The Columbia home 
dry cleaner, made by the 
Columbia Phonograph 
Co., Inc., 55 Fifth Ave., 
New York City, has a 
314-gal. capacity. For use 
with the cleaner the com- 
pany offers Columbia Dry 
Cleaning Fluid, which the maker states is non-explosive. The 
fluid may be used many times by pouring it into a Mason 
jar or other tight container and allowing the foreign matter 
to settle at the bottom. Liquid can then be poured off for 
use. The cleaner should be turned from three to five minutes, 
reversing the turning direction occasionally. Suggested retail 
selling price of the Columbia home dry cleaner and washer 
is $7.95, slightly higher in South and far West. 








Rome Copper Tea Kettle 
The Rome Mfg. Co., 
* Rome, N. Y., division, 
Revere Copper & 
Brass, Inc., has put on 
the market one of its 
most popular kettles 
with a chromium 
plated finish. The 
~~ maker states that it 
will not burn out, flake 
or chip, and that it is 
not affected by alka- 
acidulous 





line or 
waters. Capacity is 
6% qt. 





Seymour Smith 
“Snap-Cut” Pruner 


The improved“ Snap-Cut” 
pruner made by Seymour Smith 
& Son, Inc., Oakville, Conn., 
was recently introduced by their 
selling agents, the John H. 
Graham Co., New York City 
and San Francisco, Cal. A thin 
keen straight edged blade cuts 
down on to a soft metal anvil 
with a long drawing cut. Sea- 
soned hardwood 1% in. in diame- 
ter and greenwood 34 in. in di- 
ameter can be cut easily and 
cleanly as well as small twigs 
and the twine used for tying wires, etc., says the maker. Steel 
handles and special tool steel blades make the shear unbreak- 
able and good for long service. Case hardened bolt is fitted 
with brass nut. Blade can be honed without taking the shear 
apart. All parts are replaceable by merely removing bolt and 
screw. Spring lock washer keeps the shear in proper adjust- 
ment. Finger guard holds the hand in comfortable position. 
It is light and portable and can be carried in the pocket with- 
out injury to clothing or person. Each pruner is packed in an 
individual box, which in turn is packed in units of 6 in 3-color 
display box. Window and counter cards in colors and at- 
tractive circulars are available. List price is $1.75 each. 
Dealer cost is $14.00 per dozen. 





Cutting Action 
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Lionel No. 456 
Electric Range 


This electric 
range is of a size 
suitable for the kit- 
chenette apartment, 
bungalow or other 
utility application 
where space is at a 
premium. It is at- 
tractively finished in 
two-tone porcelain 
enamel. Trimmings 
are finished in _pol- 
ished chromium plate 
and interior of oven 
is porcelain enam- 
eled. There are four 
electric heater units 
wound with durable 
nickel chromium 
wire; two in the oven 

and two in the open side plates. Each of the units consumes 

660 watts of electric energy at 110 volts, either A. C. or D. C. 

Oven units may be removed for cleaning. Two specially 

designed heater switches mounted back of the front panel 

control heating of the elements, enabling the use of elements 
alone or with each other. Both open plates or both oven 
units may be used at the same time, or one open and one 
oven unit may be used at the same time. These latter, one 
at the top for broiling and another at the bottom for baking, 
' quickly bring the oven up to the required temperature. Effec- 
tive insulation is obtained by thick blocks of rock wool, en- 
abling use of oven after heat has been turned off. Exterior 
of oven is said to remain comfortably cool at all times. The 
Lionel Corp., 15 E. 26th St., New York City, is the maker. 




















Gibson Electric 
Refrigerators 


Two single compartment 
and one double compartment 
electric refrigerators are of- 
fered by the Gibson Electric 
Refrigerator Corp., Greenville, 
Mich. Features are: all-steel 
cabinets, buffet top, smooth, 
easily cleaned lacquer ex- 
terior finish, food compart- 
ment with one-piece porcelain 
rounded corners, Everbright 
flat metal shelves, cold regu- 
lator with eight freezing 
speeds and automatic ther- 
mostat. Legs are broom high, 
door fastenings are of heavy chrome, while doors are equipped 
with extra thick insulation-panelyte facing. Model LG-40, 
listing at $187.50, has food storage capacity of 4.08 cu. ft. 
and three ice cube trays, having total capacity of 63 cubes. 
Insulation on walls is 3 in., while bottom and door insulation 
is 344 in. Model LG-73, listing at $333.50, has food storage 
capacity of 7.33 cu. ft. It is equipped with six trays for 
making 126 ice cubes. Wall insulation is 4 in., while bottom 
and doors have 414-in. insulation. It is a double compart- 
ment model. Model LG-55 lists at $255.22. Its food storage 
capacity is 5.44 cu. ft. Five trays give it an ice cube making 
capacity of 105 cubes. Wall insulation is 34% in., while bot- 
tom and door have 4-in. insulation. 
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~-(CHICAGO)— 
SPRING HINGES 


Quality Screen Door Spring Hinges 





When selecting your re- 
quirements of Screen Door 
Spring Hinges for the com- 
ing season it will pay you to 
consider Type 3005 and 
4005 Chicago Spring 
Hinges. 

They are constructed of 
heavy wrought metal, fin- 
ished in a most excellent 


manner, and have enclosed 


wire with tension adjust- 


ment. 





Chicago Spring Hinge Company, 
CHICAGO | __ NEW YORK 
U.S.A. 





springs of tempered steel | 











\ Vex handicap your " 
business with old fashioned 
fixtures — when scientifically 

LOWER 


designed NEW 

PRICED Heller Display Equip- 

ment — its own way? r 

That's just what we mean— 

pays its own way. For now has it been SO casy to 
you can pay for this — t ith 
ment out of income instead o 

out of — You can vad equip your store WI 

on an extremely easy monthly e b 
payment plan, and let the sales display equip- 
equipment make its own pay- . 

ments. (That’s why we say ment. Read this offer. 
that never before has it been 

so easy to re-equip your store 





with Heller equipment. Hard- , 
ware men all over the country ‘ . 

are taking advantage of this 7 

offer. If you answer this ad " * 


today, we will send you a 
copy of our new catalog, and 


time to. install these money- WW. C, HELLER & CO. 


making fixtures before the 


holiday rush begins. But act n a 

now. Just tear out ad, write 700 Brya ts : 

your name and address on Montpelier, Ohio 

margin and mail today. No ; 
obligation, of course. New York Office: 30 Vesey St., Suige 500 
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Paasche Type UBU 
Multiplehead Airbrush 


This Paasche type UBU Multiple- 
head Airbrush may be used with 
syphon cup or pressure tank. When 
used with a syphon cup, airbrush is 
said by the maker to apply a per- 
fectly atomized spray from finest 
line to a spray over 9 in. wide by 
touch of trigger. It is a light, com- 
pact and durable product. The 
maker, Paasche Airbrush Co., 1909 
Diversey Parkway, Chicago, IIl., 
says that it is best for continuous 
production air finishing, where 
changes to smaller or larger size airbrushes are not necessary. 
List price is $20. 








Frigidaire Household 
Demonstration Kit 


The Household Quality Demonstration case for showing, 
in the home, the outstanding features or principal parts of 
household Frigidaire electric refrigeratots is offered by the 
Frigidaire Corp., Dayton, Ohio. It is about the size of a 
portable phonograph and contains one removable side, which 





discloses four drawers. Included in the equipment is a 
Frigidaire name plate, a metal freezing tray, Quickube tray 
for cubes, cold control dial and a cross section of the re- 
frigerator insulation. Section of bar-type shelf is contained 
in the kit as well as samples of steel, one with paint finish 
and the other of porcelain-on-steel. Equipment is included 
for making paint tests, and for use in showing the ease of 
cleaning the’ refrigerator cabinet. Other refrigerator parts 
included are Frigidaire door latch and hinge. Kit costs dealer 
$15.75. ; 


Evatype Rubber 
Stamp 
Equipment 

A practical, simple 
and quick method for 
producing rubber 
stamps is offered by 
the American Evatype Corp., Deerfield, Ill, Letters are avail- 
able in m@fy sizes and ae ; 
styles. Type similar to 
printers’ type, with the 








exception that © letters 
are sunken instead of 
raised, is used. The 


type is assembled to 
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conform to the desired reading matter, locked into a frame. 
a piece of unvulcanized 
rubber is placed upon 
the type and the whole 
is inserted into an inex- 
pensive heated press, or 
vulcanizer. Rubber then 
enters the sunken letters 
and vulcanizes within 
ten minutes, says the 
maker. Die is then removed from press, trimmed, glued to 
the desired handle and the stamp is complete. By the elimi- 
nation of air the rubber is forced into the letters with com- 
paratively little pressure, thereby causing no damage. 


D 


(eesaani 








Hygrade Colored Lamps 
For Holiday Decorations : 

Hygrade colored lamps for holiday decorations are of- 
fered by Hygrade Sylvania Corp., Hygrade Lamp Division, 
Salem, Mass. The 30-watt G19 bulb has color enameled 
on outside, with inside frost. Outside colors are ivory, red, 
flametint, rose and white. The 25-watt lamp with Al9 bulb 
has inside bulb color in red, yellow, blue, green, amber- 
orange, flametint and old rose. The 10-watt S14 bulb has 
inside color. Colors are red, yellow, blue, green and amber- 
orange. Forty-watt lamp with A21 bulb has inside color in 
the following tints: Flametint, ivory and old rose. At a 
slightly higher price red, green, yellow, blue and amber- 
orange tint is available. For permanent out-of-door lighting 
the inside colored lamps are recommended. 





Wooster Sampler Deal 


The Wooster Sampler Deal, recently announced by the 
Wooster Brush Co., Wooster, Ohio, is a contribution in sim- 
plifying brush display and control of brush stock for hard- 
ware and paint stores. Dealers are supplied with an attrac- 
tive metal display panel, which attaches to the vertical 
shelving, right in the paint display. Twenty-six popular 
selling brushes clip on the panel which swings out or flush 
against shelving to display complete selection on both sides. 
Brushes are replaced from stock to panel as sold. Besides 
the panel, dealers are supplied with a handy stock control 
order blank, which serves as a stock order sheet, giving 
reliable recommendations of minimum quantities of each 
number that should be stocked. The 26 popular Wooster 
brushes comprising the Sampler Deal make up practically 


a 
™ 


" thiee Woedh Passing. | 
: Ite Worth a 
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all the numbers the average dealer needs to stock, says the 
maker. Entire deal, including the swinging display panel, 
window and store display and other selling aids, together 
with the simplified stock control system, costs the dealer 
$12.75. Display panel is made of metal. 
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Du-All Solid 
Socket Mop 

The Du-All solid 
socket type mop has 
no nuts, bolts, lugs or 
screws. When the 
handle has been prop- 
erly inserted in the 
socket the mop will 
stay on, although a 
hole for tack has been 
provided for those caring to use it, says the maker. Handle 
is inserted in socket by forcing it in as far as possible with 
a twisting motion. Patented turnover feature makes it pos- 
sible to instantly use both sides of the mop. In addition the 
swab turns on wire frame making mop reversible. Swab is 
not removable on this type mop. Mop and handle require 
a clearance of only 1144 in. The maker, The Du-All Mfg. 
Co., Geneva, Ohio, states that the mop is always flat on the 
floor and that yoke arrangement connecting socket and frame 
prevents it from riding on “heel” or “toe.” List price varies 
from 60c. to $1.25 complete. 








Universal 
Super-Vac Bottles 


The Universal Super-Vac vacuum bot- 
tle has chromium-plated unbreakable cup 
and is available in maroon and dark green 
moire finish. Pint No. 751 lists at $1.50 
and quart No. 752 lists at $2.95. Both 
numbers are finished in maroon. List 
prices on the dark green models are the 
same as on the maroon-finished bottles. 
No. 771 is the pint size and No. 772 is 
the quart size. Cup is of heavy brass, 
nickeled and then chromium plated, and 
is silver lined to resist acids. The quart 
bottles -have three extra cups with fold- 
ing handles. Display cartons are attrac- 
tively printed. Heavy cases have heavy 
metal bottoms with bottom and _ side 
spring shock absorbers. Package No. 790 
contains 2 quart and 4 pint vacuum bottles, together with 
banners, display cards and special Christmas banners, Santa 
Claus cutouts and 6 Christmas gift bottle bands. Landers, 
Frary & Clark, New Britain, Conn., is the maker. 











Burgess 
Ignition 
Booster 


The Burgess 
ignition booster 
is said to facili- 
tate the starting 
of any car un- 
der all condi- 
tions. The mak- 
er, Burgess Bat- 
tery Co., 111 W. 
Monroe St., Chi- 
cago, Ill., states 
that the booster 
furnishes an in- 
tense spark, irrespective of a weak battery, weak coil or the 
presence of resistor suppressors introduced in the ignition 
circuit when an automobile radio has been installed. Device 
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comprises a relay unit mounted in a neat, compact aluminum 
case with exposed terminals for the connections, and a com- 
pact 6-volt dry battery held in a convenient mounting. Con- 
nections are made with the dead side of the starting switch 
and with primary circuit of ignition coil. Booster automat- 
ically throws in the 6-volt dry battery in series with the car’s 
storage battery for supplying the ignition coil with an in- 
creased voltage at the moment of starting. Relay unit, actu- 
ated by starting motor circuit, throws in the dry battery. 
When foot is removed from the starting switch, relay throws 
out the dry battery, so that the engine operates on the 
storage battery alone. 





Nulite Instant-Type 
Gasoline Lantern 
No. 6 


The National Stamp- 
ing & Electric Works, 
3212 W. Lake St., Chi- 
cago, IIl., offers the Nu- 
lite gasoline lantern No. 
6, said to be storm, wind 
and rain-proof. It is 
equipped with automatic 
tip cleaner and built-in 
pump. Cleaner is a ro- 
tating eccentric tip- 
cleaning device with 
needle extending inside 
of the generator up to 
the gas orifice. Pump 
and filler cap combined 
is of brass construction 
with self - lubricating 
plunger. Lantern is of 
rust - proof construction, 
being made of brass and 
cadmium - plated steel. 
Chimney is brass-bound 
clear mica. It stands 13% in. high, weighs 34% lb. and has 
one-quart capacity. Suggested retail selling price is $8.50, 
while dealer cost is $5.85. 








Kraeuter Brake 
Shoe Washer 
Spreader and 
Larger Brake 
_Band Plier 


Kraeuter brake shoe 
washer spreader No. 
751-7 in. is designed es- 
pecially to spread and 
close “C” washers eas- 
ily and quickly on va- 
rious brake systems. 
Jaws are grooved on 
each side to fit washers. The maker, Kraeuter & Co.. Inc.. 
585 18th Ave., Newark, N. J., also offers a larger design 
brake band “plier, No. 851-10 in. This new ten-inch size has 
the same 50 per cent time-saving advantages as the smaller 
size in removing and replacing springs on brake drums with- 
out disassembling, says the maker. It may be used on brake 
bands up to 5 in. wide. List prices are: No. 751-7 in. brake 
washer spreader, $1.50, and No. 851-10 in. brake band plier, 
$3. 
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Sangamo Electric Clocks 


Sangamo Clock, Thomas- 
ton, Conn., offers several new 
model Sangamo electric 
clocks. The Scottie model, 
which is illustrated, has the 
figure of a small black canine, 
which patters quietly around 
the dial on a floating disc, to 
mark off the seconds. It 
comes in peach, green or 
ivory with a silvered dial. The 
Scarsdale model is of modern- 
istic style, finished in black 
and silver, with a silvered dial. There are a variety of deco- 
rative designs for those preferring period models. Tambour 
models include the Selkirk in mahogany with silvered dial 
and the Savoy with mahogany set off with contrasting panels. 
These models are equipped with the slow speed Sangamo 
motor, which the maker states functions silently. A cam- 
paign in national publications is being planned. Mats are 
available to dealers as well as folders for distribution, and 
a window display featuring the Scottie. 








Hexcel Air 
Conditioner 


The Hexcel Radiator Co., 
Milwaukee, Wis., offers the 
Hexcel Air Conditioner, a 
portable, light-weight electric 
hot-water heater and air con- 
ditioner, about the size of a 
midget radio. It is finished in 
walnut ripple with polished 
front face, bead and handle. 
Weight is less than 15 lb. In 
the winter it may be used to 
circulate hot air at a speed of 
360 feet per minute and in summer it may be used to blow 
cool air. Housings are cast aluminum, core is copper and of 
honeycomb type and tanks are one-piece drawn brass. Special 
Signal motor is used with cast-iron housings, ground shaft 
and large bronze bearings, insuring quiet operation. Heater 
differs from the ordinary electric hot air circulating heater 
as water is used as a medium to evenly distribute the heat 
in the core from which it is circulated by means of a fan. 
Electric heating element is immersed in water, preventing 
the burning of oxygen from the air, says the maker. It is 
furnished with an eight-foot cord and Belden plug, to be used 
on any wall socket. List price is $25, slightly higher in Far 





West. Minimum dealer discount is 25 per cent. 
The Talkiola 
The Talkiola, made 


by Talkiola Corp., 
1600 Broadway, New 
York City, is an 
equipment combining 
talking pictures, 
radio and _ phono- 
graph. A _ specially 
designed projector is- 
an important feature 
of this model. Pic- 
tures are large 
enough for a number of people to see, and the maker states 
that there are absolutely no noises to interfere with the 
sound reproduction. Medium size transparent screen is part 
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of equipment, although a 7 x 9 ft. transparent is available. 
A 250 watt Mazda lamp is used within the projector. A 
1/20-hp. a. c. motor is used to drive the projector and phono- 
graph turntable. By means of a patented automatic device, 
synchronization between film and record is immediately ob- 
tained upon starting the motor, says the maker. Sound equip- 
ment consists of amplifier, employing a screen grid in first 
stage, directly coupled to two 145-power tubes, arranged 
in push-pull in the output stage. Electromagnetic pick-up 
is matched to the amplifier input. Hinged door at side of 
portable case permits the speaker to be taken out of the 
case and used at other end of room. Portable model is en- 
closed in leather-finished case, 23 x 18 x 14 in. Weight is 
80 lb. with transparent screen and other equipment. List 
price is $395. 





Beacon, Garland Model 
Hammond Electric Clock 


The Hammond Clock Co., 2915 
N. Western Ave., Chicago, IIl., has 
just announced two new synchron- 
ous clock models, the Beacon and 
the Garland, brought out to meet 
the demand for reliable small and 
low-priced electric clocks. The Gar- 
land is an artistic miniature kitchen 
wall clock, furnished in white, green 
or blue metal case, 534 inches across. They have all the 
advantages of accuracy, simplicity and longevity of full- 
sized Hammond synchronous models, says the maker. List 
price is $4.75. The Beacon has the same movement as the 
Garland, mounted in an attractivé case, 434 inches high by 
3% inches wide, in black or walnut bakelite. Suggested re- 
tail price is $3.50. Both these Junior models have individual 
hand and dial designs, sweep second hand and carry the 
same trade discounts as the Hammond Bichronous “non- 
stop” line and simple synchronous line. 
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Sterling Hexagon Poultry Netting 


The Northwestern Barb Wire Co., Sterling, Ill., offers 
Sterling improved hexagon poultry netting, fabricated of 
silicon steel, which is said to insure the galvanizing protec- 
tion against flaking and cracking. It is designed after the 
Straight Line type in order to give a netting which will lay 
flat when unrolled. The maker states that each roll runs 


- 

















full width and full mesh, and that it stretches straight and 
true under tension. It is galvanized before or after weav- 
ing. This netting is offered in the following widths: 12, 18, 
24, 30, 36, 42, 48, 60 and 72 inches. Netting is available in 
2-inch mesh in both No. 19 and No. 20 wire as well as in 
l-inch mesh with No. 19 or No. 20 wire. The maker states 
that the tighter the wire netting is stretched the tighter the 
inter-locking knot locks. 
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Pivot Bearing 
Ball Bearing 


Grip Neck 
Truck Casters 


Institution 







Casters 


FAULTLESS CASTERS 


Profit and Satisfaction 


from 














Neu York 








Chicago 





Grand Rapids 


Los Angeles 


NOELTING 


FAULTLESS - CASTERS 


High Point, N. C. 


Canadian Factory: 
Stratford, Ontario 





EVANSVILLE, INDIANA 








WILDER PADS for RIFLEMEN 





SLING,ARM & ELBOW PADS 


A Superior, New Type Pad 


Combining LEATHER of tough fibre and SPONGE RUBBER 
made from new live rubber, assuring long wear and uniform 
cushioning quality. 


Three styles—Retail prices per pad: 


# R15. Rifle Sling Pad, 2¥2” x 10%2”.....$ .75 


TO BE ATTACHED TO SLING 


+ A25. Arm Pad, 4%” x 12¥2”.......... $ .85 


LEATHER PIERCED ON THREE SIDES FOR 
SEWING ONTO SLEEVE AS AN ARM BAND. 


# E35. Elbow Pad, 6%” x 12'42”.......... $1.00 


LEATHER PIERCED ON FOUR SIDES FOR 
SEWING ONTO SLEEVE 


WILDER & COMPANY 


1038 Crosby Street CHICAGO, ILL. 











PLYMOUTH PRODUCTS 


OBBLER Outfits and 

Shoe Lasts and Stands 
are in big demand. Shoes 
are worn longer—men are 
“halfsoling their own.” 
Place a few sets in your 
window and watch them 
sell. 





EcoNOMY nee ray 


CoBBLER Sucre Riveting Machines 








Corn Shellers Grist Mills 
Big sellers from nowyon. “Gem,” ‘‘Little Giant,” 


“Never Fail’ and “R&H’’ Corn Shellers and “Rapid” 
and ‘‘Korn King” Grist Mills. Write for Catalog. 


THE FATE-ROOT-HEATH CO. 
756-789 Bell St., PLYMOUTH, OHIO, U. S. A. 











Red Devil means 
lass Insurance 





LANDON P. SMITH INC. 


65 SPRINGFIELD AVENUE, IRVINGTON, N.J., S.A. 
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GENERAL 
ORANGE JUICE 
EXTRACTOR 
Speedily extracts 25% more juice from 


any citrus fruit—limes, lemons, oranges 
or grapefruit. 











Pure aluminum bowl, strainer and rotor 
with full nickel plated body. Very 
attractive, fast seller, Retails at 
only $1.50. Order from your jobber. 


GENERAL GRINDER CORP’N 


240 N. Milwaukee St., Milwaukee, Wis. 











This Book 


Deserves A Place 
In Your Files 


If you haven’t already 
received a copy of the 
new Trow & Holden 
catalog of Stone Work- 
ing Tools, send for it 
today. 


Trow & Holden Co. 


Barre, Vermont 














For 25 years this widely known and 
universally used Soldering Flux has 
proved its superiority for quickly and 
economically making solder adhere 
everlastingly to ALL metals. 


Rubyfluid is used by the leaders in 
practically every line of industry. % 
pts. to 10 gal. cans. % Bbls. and Bbls. 


Send for FREE sample and prices 


THE RUBY CHEMICAL CO. 
68-70 McDowell St., Columbus, Ohio 




















EETS every garden hose need. 7 stand- 
ard nationally known brands of plied 


and moulded hose. Each 
brand a leader in its own 
price field. A complete 
line that gives you a hose 
for every purpose at a 
price for every purse. 




















Cambridge, Mass. 
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Convention Calendar 


CatirorNniA RETAIL HARDWARE AND IMPLEMENT As- 
SOCIATION CONVENTION AND EXHIBITION, Sacramento 
Memorial Auditorium, Sacramento, Feb. 9, 10, 11, 1932. 
LeRoy Smith, secretary, 112 Market Street, San Francisco. 


> 


IpaHo RETAIL HARDWARE AND IMPLEMENT DEALERS 
AssocIATION CONVENTION, Bannock Hotel, Pocatello, Jan. 
20, 21, 22, 1932. E. E. Lucas, secretary, Hutton Bldg., 
Spokane, Wash. 


InpIANA RetaiL HarpWARE AsSOCIATION CONVENTION 
AND EXHIBITION, State Fair Grounds, Indianapolis, Jan. 
26, 27, 28, 29, 1932. G. F. Sheely, secretary, 911-913 
Meyer-Kiser Bank Bldg., Indianapolis. 


Iowa RetaiL HARDWARE ASSOCIATION CONVENTION AND 
ExuHIBITION, Des Moines, Feb. 9, 10, 11, 12, 1932. Con- 
vention sessions will be held at the Hotel Savery, and the 
hardware exhibit at the Des Moines Coliseum. Philip R. 
Jacobson, secretary, lowa Hardware Building, Mason City. 


ILLinoIs ReTaiL HARDWARE ASSOCIATION CONVENTION 
AND Exuisit. Headquarters and meetings, Hotel Sherman, 
Chicago, Jan. 12, 13, 14 and 15, 1932. Exhibit at Mer- 
chandise Mart, Jan. 11 to 16. Paul M. Mulliken, manag- 
ing-director, 1141 Merchandise Mart, Chicago, III. 


Kentucky Harpware & IMPLEMENT ASSOCIATION Con- 
VENTION AND EXHIBITION, Seetbach Hotel, Louisville, Jan. 
19, 20, 21, 1932. J. M. Stone, secretary-treasurer, Room 
9, Seelbach Hotel, Louisville. 


Micuican RETAIL HARDWARE ASSOCIATION CONVENTION 
AND EXHIBITION, Detroit, Feb. 9, 10, 11, 12, 1932. Harold 
Bervig, secretary, Marine City. 


Minnesota RetaiL HaRDWARE ASSOCIATION CONVEN- 
TIon, New Auditorium, St. Paul, Jan. 26, 27, 28, 29, 1932. 
Chas. H. Casey, manager-treasurer, 2344 Nicollet Ave., 
Minneapolis. 


Missour1 RetatL HARDWARE ASSOCIATION CONVENTION 
AND ExuHIBITION, New Hotel Jefferson, St. Louis, Feb. 16, 
17, 18, 1932. F. X. Becherer, secretary, 5106 North Broad- 
way, St. Louis. 


MonTaNA IMPLEMENT AND HARDWARE ASSOCIATION 
ConvENTION, Billings, Feb. 11, 12, 13, 1932. A. C. Tal- 


mage, secretary-treasurer, Bozeman. 


MountaIn States HARDWARE AND IMPLEMENT ASSOCIA- 
TION CONVENTION, Denver, Col., Jan. 18, 19, 20, 1932. 
Headquarters, Cosmopolitan Hotel. John T. Bartlett, sec- 
retary, 2005 Mapleton Ave., Boulder, Col. 


NaTIONAL House FURNISHING MANUFACTURERS AssO- 
CIATION, FirTH ANNUAL EXHIBIT, Stevens Hotel, Chicago, 
Jan. 10-16, 1932. Warren Edwards, secretary, Room 1203, 
Builders Bldg., 228 N. La Salle St., Chicago, Ill. 


NespraskKA RetaiL HARDWARE ASSOCIATION CONVENTION 
AND ExutBITIoNn, Omaha, Feb. 2, 3, 4, 5, 1932. Exhibition 
will be held at Omaha Auditorium. Headquarters, Paxton 
Hotel. George H. Dietz, secretary, 414-419 Little Bldg., 


Lincoln. 
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New EncuLanp RETAIL HARDWARE DEALERS ASSOCIATION 
CoNVENTION AND EXHIBITION, Mechanics Building, Boston, 
March 2, 3, 4, 1932. Convention, Paul Revere Hall; Ex- 
hibition, Machinery Hall. Headquarters, Hotel Statler. 
George A. Fiel, secretary, 140 Federal St., Room 225, 
Boston, Mass. 

New York SraTE ReEtTaiL HARDWARE ASSOCIATION Con- 
VENTION AND EXPosITION, Feb. 2, 3, 4, 5, 1932. Exposition 
will be held at Madison Square Garden; headquarters, 
Hotel Edison, Forty-seventh Street, west of Broadway. 
J. B. Foley, secretary, manager, 510 Hills Bldg., Syracuse. 


NortH Dakota RetTaiL HarpwaRE ASSOCIATION Con- 
VENTION AND EXHIBITION, Fargo, Feb. 10, 11, 12, 1932. 
C. N. Barnes, secretary, Grand Forks. 


Onto HarpwarE AssociATION CONVENTION AND EXHI- 
BITION, Columbus, Ohio, Feb. 16, 17, 18, 19, 1932. Head- 
quarters and meetings at the Deshler-Wallick Hotel. Ex- 
hibit will be held on the main floor of the New Audi- 
torium. James B. Carson, secretary-manager, 708 Winters 


Bank Bldg., Dayton. 


OxLAHOMA RetaiL HARDWARE ASSOCIATION CONVEN- 
TION AND EXHIBITION, Shrine Temple, Oklahoma City, 
Jan. 26, 27, 28, 1932. Charles F. Nelson, secretary, 207- 
208 Bloomfield Bldg., Oklahoma City. 

OrEGcoN RETAIL HARDWARE AND IMPLEMENT DEALERS 
AssociATION CONVENTION, Multnomah Hotel, Portland, 
Feb. 2, 3, 4, 1932. E. E. Lucas, secretary, Hutton Bldg., 
Spokane, Wash. 


Paciric NORTHWEST HARDWARE AND IMPLEMENT AsSso- 
CIATION CONVENTION, Winthrop Hotel, Tacoma, Wash., 
Jan. 27, 28, 29, 1932. E. E. Lucas, secretary, Hutton 
Bldg., Spokane, Wash. 

PENNSYLVANIA AND ATLANTIC SEABOARD HARDWARE As- 
SOCIATION, INc., CONVENTION, Philadelphia Commercial 
Museum, Philadelphia, Feb. 9, 10, 11, 12, 1932. W. Glenn 
Pearce, managing director, Wesley Building, Philadel- 
phia. 

South Dakota Retart Harpware AssociaTIon Con- 
VENTION, Sioux Falls, Feb. 2, 3, 4, 1932. Chas. H. Casey, 
manager-treasurer, 2344 Nicollet Ave., Minneapolis. 

SOUTHERN CALIFORNIA RETAIL HARDWARE ASSOCIATION 
CoNVENTION, in conjunction with a Modern Home Show, 
Los Angeles, dates to be later decided. J. V. Guilfoyle, 
secretary, 420 E. 8th St., Los Angeles. 

Texas HARDWARE AND IMPLEMENT ASSOCIATION Con- 
VENTION, Gunter Hotel, San Antcnio, Jan. 19, 20, 21, 
1932. Dan Scoates, secretary, College Station. 

West Vircinia Retart Harpware Association Con- 
VENTION, Clarksburg, Jan. 19, 20, 21, 1932. H. B. 
Clower, secretary, Box 127, Oak Hill. 

WEsTERN RETAIL IMPLEMENT AND HARDWARE AsSOCIA- 
TION CONVENTION AND HARDWARE SHoOw, Kansas City, 
Mo., Jan. 19, 20, 21, 1932. Headquarters, Hotel Balti- 
more. Convention sessions, Missouri Theatre; Hardware 
Show, Convention Hall. H. J. Hodge, secretary, Abilene, 
Kan. 

Wisconsin RETAIL HARDWARE ASSOCIATION CONVENTION 
AND EXHIBITION, Milwaukee Auditorium, Feb. 2, 3, 4, 5, 
1932. B. Christianson, secretary, Stevens: Point. George 
W. Kornely, exhibit manager, 3374 North Green Bay 
Ave., Milwaukee. 
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The Frameiess (free-end) Hacksaw 
ACTUAL | Sze Yo" OVERALL; Ea 









Kit-Haxaw 


Reg. U.S. Patent Office 


Reaches the Most Intricate Places 


Specially designed handle that holds RETAIL PRICE 
blades rigid. The Handy (No.3) Set 
BLADES: Made from special alloy Composed of HANDLE and 
steel. , BLADE, with 2 #9 OO 
TEETH: Milled and set. Wuere Rindes, 

Cuts everything including Iron and ee 
Steel. A valuable addition to the kit Send for interesting trade 
of plumbers, electricians, carpenters, Siecaeuan 
locksmiths, etc. 


We want retail distribution 
in every town 


POULTRY SUPPLIES 


MOE’S INSULATED 
CLEANABLE 
POULTRY WATERER 


Especially designed for cold 
weather, but a fine fountain for 
all seasons. The insulated top 
section telescopes snugly over 
the water container and is easy 
to fill and keep clean. One of 
the many popular items in Moe’s 
Line of Poultry Equipment. 





Georges Picard Co., Inc, 
105 Water St., N.Y.C. 








Write for New 72-Page Catalog 


HOEFT & COMPANY 


2305 Davis St. North Chicago, Ill. 

















“TIVES” Patent Ventilating Lock 





Showing Window Showing Window 
Closed. Open. 


Manufacturers of 


“Quality Hardware Since 1876” 


Window and Door 


THE H. B. Ives Co. 
New Haven, Conn., U. S. A. 


Specialties 











WHY WATERPROOFING IS SO 
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The ropes illustrated were all soaked 
in water for 48 hours. Taken from the 
water, they easily proved their relative 
flexibility as shown, Columbian being 
the most flexible, by far. Columbian 
waterproofing renders it the easiest rope 
to handle, wet or dry. Insist upon 
Columbian. 


COLUMBIAN ROPE ponte 
Auburn, “The Cordage City,” 


COLUMBIAN ‘epe- sme PURE MANILA ROPE 
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CLASSIFIED ADVERTISING 
RATES 





Advertisements from unemployed 
accepted free of charge; inserted 
in two consecutive weekly issues. 
Box number address may be used. 
All replies will be forwarded by us 
post paid. 

Positions Wanted and Help Wanted adver- 
ti ts at Special Rate of one cent a 


word, minimum fifty cents per insertion. 


Set Solid, Minimum 
Each 














Use the “Classified Opportunities Section” to Reach Hardware Manufacturers 


Manufacturers’ Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen 
THE FOLLOWING RATES 


apply to “Business Opportunities,” 
Accounts Wanted” and 
tives Wanted” 





advertisements. Discounts for Classified Advertising 
4 insertions, 10% off, 8 insertions, 15% off. 
of thes xs $3.00 Due to the special rate, these discounts do 


additional line.........+++ -60 
All Capitals, Minimum of 5 lines... . 
Each additional line............. 80 
Average 10 words to a line 
Allow One Line for Keyed Address 


Remittance Must Accompany Order 
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not apply on Position Wanted or Help 
Wanted Advertisements. 
HARDWARE AGE is published each Thursday. 
Forms close Nine Days previous to date of 
publication. 
Address your advertisements and replies to 
HARDWARE AGE, Classified Opportunities, 
239 West 39th St., New York City 
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HELP WANTED 


POSITIONS WANTED 





Only experienced man 


HARDWARE CLERK for large suburban store. 
Address 


oy apply. State in detail—age, experience, nationality, salary. 
Box J-536, care of Harpware Ace, New York City. 





POSITIONS WANTED 


HARDWARE MAN—Forty-three years of age, having been connected 
with same concern twenty-four years, due to liquidation, is forced to seek 
connection elsewhere. Thoroughly experienced in buying and selling shelf 
hardware, housewares, paints, tools, stoves, ranges and toys. Also capable 
of taking charge of office and store management. Can furnish best 
references. Address Box H’-105, care of HarpwAre AGE, 1319 Park 
Building, Pittsburgh, Pa. 








EXPERIENCED HARDWARE MAN, forty-two years of age, single, 
sober and industrious. Twenty years’ experience in wholesale and retail 
hardware business as manager, buyer and salesman. Want a position of 
responsibility and trust with some reliable firm. Can furnish good refer- 
ences. Moderate salary. Middle West or South preferred. Address Box 
J-462, care of HarpwareE Ace, New York City. 





WANTED —Either traveling or store manager. Married 
Eight years buyer and department manager for department 
store. Five years manager of a hardware store. One year traveling. 
Experienced in advertising, accounting and credits. Know the trade 
throughout Ohio, Kentucky and West Virginia. Address Box J-533, care 
of Harpware AGE, New York City. 


POSITION 
man, age 36. 





DIRECT-MAIL-MAN of unbroken promises and unbroken words, mer- 
chandise experience 14 years Eastern States; complete house to house sales- 
force available for missionary sales work. Energetic, best of references, 
character, ability, married, 36 years. Leave salary open for interview. Ad- 
dress Mr. H. Barnett, 4401 Atlantic Ave., Sea Gate, N. Y. 





WANTED—Position with a good hardware store as buyer, manager or 
assistant, or take over management of store where owner wishes to retire. 
Fifteen years’ experience in hardware and automobiles. Honest, conscien- 
tious, and willing to work for reasonable salary for a while. Address 
H. F. W., 2920 Pioneer Road, East Grand Rapids, Mich. 





TWO YEARS’ experience retail hardware and sporting goods. Six 
years selling bicycles and motorcycles in central west. Ten years’ experi- 
ence selling hardware, sporting goods, fishing tackle, auto supplies in 
southern New York State. Seven years with last firm. Best references. 
Address Box J-534, care Harpware AcE, New York City. 


POSITION WANTED—Builders’ Hardware Salesman and Manager. 
14 years’ experience, 38 years of age, married, college graduate. Can write 
specifications and take off plans. Have handled mostly ‘‘Yale’” and “‘Sar- 
gent” Hardware but familiar with other leading lines. Willing to start at 
moderate salary wherever there is a future. A worker. Address Box J-539, 
care HARDWARE AGE, New York City. 





HARDWARE SALESMAN, 11 years’ retail and one year wholesale hard- 
ware experience in all its branches wishes opportunity to connect with New 
York Jobber, willing and conscientious worker, real live wire, salary secon- 
dary to opportunity, references. Address Box J-542, care HARDWARE AGE, 
New York City. 





YOUNG MARRIED MAN 30 years of age, desires position with reliable 
wholesale or retail hardware concern, in house or on road. Have had five 
and one half years’ experience in wholesale hardware, four and one half 
retail, and two years on road. Can furnish good references. W. H. Cherry, 
Byron, Georgia. 





real ambition to put their 


WANTED-—Dissatisfied Retailers with a 
write—Lock Box 383, 


business on 7 LOSS-PREVENTION basis, 
Syracuse, N. 





SALES REPRESENTATIVES WANTED 





SALES REPRESENTATIVE wanted in every state with established tool 
trade calling on large retail and wholesale jobbers and plumbing supply 
houses for our frameless Kit-Haxaw. See our advertisement on page 63 in 
this issue. When writing please give references. Commission basis. Georges 
Picard Co., Inc., 105 Water Street, New York City. 





SALESMAN wanted with a proven sales record to call on paint and 
hardware jobbers. A line with no competition. Just a few states open. 
Our representatives know of this advertisement. It is the fast selling 
Brilliant that sells itself. Bronze powders, crack filler, slide-off, transfer 
pictures, brush cleaner, etc. Write the BRILLIANT DECORATIVE 
POWDER & STENCIL CO., 717 Lakeside Ave., N. W., Cleveland, Ohio. 





SALESMAN international distributor of nationally known lines of Clocks, 
Electrical Appliances, Sporting —, etc., located in Philadelphia, is inter- 
ested in experienced men. Must bi e known in certain territories. Drawing 
account against liberal commissions, paid after ability is proven. Our organt- 

zation knows of this advertisement. Apply by letter only, stating experience. 
Everybody’s Inc., 810 Arch Street, Philadelphia, Pa. 





YOUNG MAN, 30 years old, desires position with reliable firm. I have 
six years’ experience as a retail hardware salesman. Also four years 
as traveling salesman. Wéill consider store work or traveling, go any- 
where. Best of references furnished from former employers. Address 
Box J-530, care of Harpware Ace, New York City. 





SALESMAN, nine years’ experience calling on the Hardware, Jobbing 
trade, in twenty-two Southern, Mid-Western and Eastern States. Twenty- 
nine years of age, single. Christian, American. Can furnish A-1 refer- 
ences as to character and ability. Available immediately. Address Box 
J-532, care of Harpware AcE, New York City. 





SALESMAN—With some 25 years’ retail hardware experience, would 
like to locate with reliable concern in Eastern Pennsylvania, New Jersey 
or New York. Capable of estimating Builders Hardware from plans and 
specifications and handle department in all details. Address Box J-521, 
care of Harpware Ace, New York City. 





BUILDERS’ HARDWARE MAN: Age 37, Married, 22 years’ experience 
on contract work with Manufacturer Jobber and Retailer. Familiar with 
Corbin, Yale and Russwin jines. Prefer immediate connection but will con- 
Fred Jan. 1st opening. Address Box J-541, care HARDWARE AGE, New York 

ity. 


MANUFACTURER of nationally known Builders’ Hardware line is 
desirous of communicating with one or two contract men to solicit con- 
tract work in the Metropolitan District. Address Box J-531, care of 
Harpware AGE, New York City. 





SALESMEN with experience selling the Builders’ Hardware trade te 
handle a Builders’ Hardware line, on commission basis. Kindly advise 
actual territory you now cover. Address Box J-535, care of HARDWARE 
AcE, New York City. 





SALESMAN WANTED: Sideline to sell high grade line toy vehicles 
and specialties to retailers and department stores. Liberal commissions. 
Several states still open. Address Box 511, Sheboygan, Wis. 





100 per cent pure Manila rope, 14. 


ROPE SALESMAN WANTED. 
United Fibre 


Ih, basis. Fast selling side line, five per cent commission. 
Company, 82 South Street, New York City. 





SALES ACCOUNTS WANTED 





YOUNG MAN, twenty-eight, married, twelve years merchandising and 
selling, wants opportunity to manage hardware store doing $100,000 annually 
or more. Best of references regarding character, capabilities and experience. 
Address Box J-540, care Harpware AGe, New York City. 


64 





AGENCIES WANTED for sales representatives specializing in builders’ 
hardware, padlocks, light tools, and hardware specialties. Have four hundred 
accounts in New Jersey, desire additional lines. References furnished. Cuth- 
bert & Konold, 312 Market Street, Newark, N. J. 


HARDWARE AGE 











INDEX TO ADVERTISERS 




















as a convenience and not as a part of the advertising contract. Every care will be taken to index correctly 


THE ADVERTISERS INDEX is published 
No allowance will be made for errors or failure to Insert. 
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Rivets Roofing Nails Scratch Brush Wire 


THE BRIDGEPORT SCREW CO. 
Bridgeport, Conn., U. S. A. 


Representatives: 
George E. Quigley, Detroit 
Milton Pray Co., San Francisco, Los Angeles, Seattle 
G. M. Baird & Co., Memphis, Tenn. 











‘‘Ilts cheaper 
to make your own 


cereals than 
4a 


to buy them 


Now’s the time to push 
home Flour Mill Sales 


Where economy is important an Arcade Flour Mill is a necessity. 
A bushel of wheat may be transformed into cereal and flour enough 
to feed one family for weeks. Every penny counts:—and people are 
again appreciating the economy of home ground flours and cereals. 


HARDWARE 
ARCADE Cast-lron TOYS 


ARCADE MANUFACTURING CO. 
FREEPORT, ILLINOIS 
New York City Chicago, Illinois 





Ty 
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TUMOUR UDA ee 





The Nacuum tipped 
ARROW PISTOL 


Every year millions of American boys reach the age 
when they want a toy pistol that actually shoots. 
Parents demand harmless pistols—pistols that shoot 
but that are not dangerous, or destructive to home 
furnishings. This Christmas parents will satisfy 
their boys’ pistol craving: with our harmless rubber 
tipped Arrow Pistol game. 


WRITE FOR DETAILS 
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The ELASTIC TIP CO, 


Sa 70 ATLANTIC AVE. 
-eeven = fees 














ALLIGATOR 


TRADE MARK REG. US. PAT. OFFICE 


STEEL BELT LACING 
jh | More Reliable 


a Belting Service 


The great sur- 
plus strength of 
Alligator Steel 
‘Belt Lacing pro- 
vides long unin- 
terrupted belt- 
ing service. The 
powerful com- 
pression grip produced in clinching 
the teeth, prevents friction and ply 
separation in the belt ends. This 
favorite lacing is quickly and easily 
applied and is reliable in practically 
every service on all types of flat belt- 
ing. Order from your jobber. 


FLEXIBLE STEEL LACING CO. 
461. Lexington Street Chicago, Illinois 
In England at 135 Finsbury Pavement, 

London, E. C. 2 



























HARDWARE AGE 














































ness, is particularly applicable to the 
more complicated and highly specialized 
hardware retail store. 

Lyon Metal Products, Incorporated 
has worked with many national organ- 
izations on the proper display and move- 
ment of merchandise through the use 
of intelligently planned store fixtures. 

We are now ready, after months of 
research and planning, to offer this 
same service and a complete line of 
hardware store fixtures in steel. Our 
own production and merchandising 


LY 


WALL DISPLAY 
DISPLAY COUNTERS 
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Dividends per square foot of floor space depend upon 
- merchandise moved, not stored. This fundamental, recog- 
nized by forward-looking merchants in all lines of busi- 












Here’s a store planned to 
MOVE MERCHANDISE..Not to store it! 


experience, strengthened through the excellent counsel 
and co-operation of the National Retail Hardware 
Association, is built into this product. 








Features of Lyon Hardware 
Fixtures in Steel 


Made of furniture steel. . . . Beautiful 
two-tone finishes are applied to last. . . . 
Shelves are quickly and easily adjust- 
able without bolts. . . . Wall units are 
four and eight feet wide and provide 
effective display for the proper depart- 
mentalizing of your store. . .. Ledge dis- 
play is provided on all wall units. . . . 


Built to N. R. H. A. 


specifications. 








LYON METAL PRODUCTS, INCORPORATED, 


ERVICE 


MERCHANDISING 
LOCKERS - 


SHELVING 
SHOW 











WALL PANELS 
CASES : TABLES 


AURORA, ELLINOIS 


Here is a typical Lyon minia- 
ture model store, showing just 
how your store will look when 
modernized the Lyon way. 

















Our Hardware Fixture Division men 
are trained hardware men, who can 
co-operate with any hardware mer- 
chant in laying: out a new store or in 
redesigning his present store to obtain 
increased display and sales. 

The Lyon Merchandising Engineer 
will plan your store, fixture by fixture, 
make a complete layout—and present 
you with a miniature model of your 
own store, exactly as it will appear 
with fixtures installed. This is a part of 
Lyon Service, without expense to you. 


COUNTERS 


STORAGE SHELVING 















THE OLYMPICS 


How To Cash In On 





... greatest skating event ever held in America 


EVER in history have wide-awake dealers 

had as great an opportunity for profit- 
able skate sales as this year. The reason is: 
Il Olympic Winter Games, to be held this 
winter at Lake Placid, N. Y. 

Soon, millions of people will be learning 
about this event in newspapers, magazines, 
news reels and radio broadcasts. Tremend- 
ous publicity will arouse nation-wide enthu- 
siasm over the event itself and over skating. 

This means more people learning 
to skate—thousands wanting new 
skates to replace their old ones—big 
pre-Christmas skate sales —a profit- 
able skate year for alert dealers. 

Tie up with this great event—by getting 
back of the skate that holds top place in 
sales and advertising—Nestor Johnson. 

This year, as before, Nestor Johnsons are 
being powerfully advertised. Again they 
have been chosen by the All-American 
Hockey Team, which will be featured in the 
advertising. 

Years of national recognition intensified 
by this advertising spells a record year in 
Nestor Johnson sales. Cash in. Be well 
stocked with genuine Johnsons and let the 
public know you carry them. 


NeEstTorR JOHNSON Mee. Co. 
1900 N. Springfield Ave., Chicago 


i) ONLY 


ONE 







NESTOR JOHNSON 
NORTH STAR 
COLLEGIATE 


Write for free window 
display material. It’s 
striking and powerful 
— it will help you sell. 


NEW RETAIL PRICES 


JOH NSONS are made for men, women, 
boys and girls, in racer and hockey styles. 
Hockeys for general skating—racers for 
speed skating. 
Nestor Johnson North Star—with skates 
chromium plated over nickel and copper 
fine quality horsehide shoes, arch sup- 
porting counter. Price, per pair $11.00 
Nestor Johnson North Star—with skates 
attractive aluminum finish—fine quality 
horsehide shoes, arch supporting counter. 
Price, per pair............... $9.00 
Nestor Johnson Flyers—with skates 
chromium plated over nickel and copper 
special tanned cowhide shoe. Price, 
per pair ats . $7.00 
Nestor Johnson Flyers—with skates at- 
tractive aluminum finish—special tanned 
cowhide shoe. Price, per pair 6.00 
Junior Jot skates al fin- 
ish. Shoe sizes 11 to 4 only. This a special 





JOHNSON 


shoe made for children. Price, per 
pair.. $5.75 


HARD TOE OUTFITS 
No. 1733—Nestor Johnson North Star 
Collegiate —with skates chromium plated 
over nickel and copper. Shoes two-tone, 
black with brown toe and trimming, with 
hard box toe. Price, per pair _........$11.00 
No. 1734—Nestor Johnson North Star 
Collegiate—with skates attractive alu- 
minum finish. Shoes two-tone, black with 
brown toe and trimming, with hard box 
toe. Price, per pair silts os 
No. 743-—Nestor Johnson Flyers with 
hard toe--with skates chromium plated 
over nickel and copper. Shoes with hard 
box toe. Price, per pair............ $8.50 
No. 744—Nestor Johnson Flyers with 
hard toe—with skates attractive alu- 
minum finish. Shoes with hard box toe. 
Price, per pair is $7.00 





SKATE 





THE ALL-AMERICAN SKATE FOR ALL AMERICA 


>, 


HARDWARE AGE 











EF 








